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TUBULAR STEEL (patent pending) with Vaughan’s ex- 
clusive 3-way inner hickory plug that keeps head and 
handle tight . . . adds strength at bottom of eye where 
it’s most needed . . . and absorbs shock and vibrations. 
Plus non-slip, natural rubber grip . . . plus V&B’s time- 
tested standard head on a tubular handle shaped just 
like wood. 


NEW ALL STEEL (patents pending) — Completely rede- 
signed. The only hammer of this type with a shock 
absorbing center to reduce fatigue . . . to eliminate 
vibrations irritating to the user. Solid steel spring- 
tempered handle. Available with genuine leather grip or 
air-cushioned natural rubber grip. 





VAUGHAI® van! 
FAMOUS VAUGHAN'S VANADIUM — For over 40 years 


the accepted standard . . . and still preferred by thou- 
sands of carpenters. The handle of select second-growth, 


straight-grained white hickory is compression fitted and 
double wedged . . . stays tight under severest use. A 
hammer with the eye appeal needed to increase sales. 





A CLAW HAMMER FOR EVERY MAN'S NEED ... al! with V & B's famous 
built-in balance to lessen fatigue. Stock “all 3’! and watch your hammer sales 
zoom! ''All 3" are built by master craftsmen to the rigid V & B standard. Sell 

the V & B standard of excellence recognized by all trades. Sell the standard of 
performance set by V & B for over 88 years. 


VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 
135 South LaSalle Street = 
CHICAGO 3, ILLINOIS Everyone agrees ‘it always pays to buy a good tool’. . . like these Vaughan 


hammers. 





POWERFUL 
LAMINATED CASE 
Layer on layer of hard 

wrought steel plates... 
each cut outjust enough for 
its part of the mechanism. 


LARGE BRASS 

LOCKING LEVER 

Extra wide, extra heavy. Patented 
design protects against 
“rapping”. Driven by stainless 
steel spring. 


CADMIUM 
RUSTPROOFING 

Expertly plated with pure 
cadmium for protection 
against rust... for longer life! 


BRASS CYLINDER 
PIN-TUMBLER 
SECURITY 

Phosphor bronze 
springs, nickel-silver pin- 
tumblers. Finest protec- 


>. 


tion known to lockmaking! S_ © ey 


CYLINDER 
RETAINING PLATE 
Insures smoother 
pin-tumbler action by 
preventing misalignment. 


$200 | 
RETAIL | 


WE NEED [ ] dozen No. 5 


Rugged 2” laminated steel 
padiock. Finest brass cyl- 
inder, pin-tumbler security. 
Brass locking lever. Cad- 
mium rustproofed. 





WEG. 


PADLOCKS 


WE NEED [] dozen No. 1 


Finest brass cylinder, pin- 
tumbler security. Heavy 
brass locking lever. Pow- 
erful 1%” laminated steel 
case. 





$152 
RETAIL 


WE NEED [ | dozen No.3 


Strong 11%” laminated steel 
padiock. Solid brass cylin- 
der and locking lever. Pin- 
tumbler security. Cadmium 
rustproofed. 





HEAVY, HARDENED 
STEEL SHACKLE 
Maximum strength and grip. 
Strong spring tension; self- 
locking; swivel action. 


EXTRA-STRENGTH 
RIVETING 

Heavy riveting on special 
presses under pressures up 
to 300,000 Ibs. Makes case 
stronger than a solid 

block of steel! 


SUPERIOR 

TENSILE STRENGTH 
Shackle deeply imbedded, firmly 
gripped. Stronger resistance to 
“pull out” by actual test! 


PRECISION CUT KEYS 
Beautifully coined, individually 
milled. Practically unlimited 
key changes. 


SPECIAL ORDER SERVICE 


Master-keyed and keyed-alike sets 
mean extra business for you. 


ORDER FROM 
YOUR WHOLESALER 
Simply “write in” the num- 
ber of dozen you need, 
add your name and ad- 
dress across the bottom 
of the page, and mail to 
your wholesaler—or hold 
for salesman’s call. 


WE NEED [ | dozen No.7 


Compact 1%.” laminated 
steel padlock. Pin-tumbler 
security, brass cylinder 
and locking lever. Cadmi- 
um rustproofed. 


Master Jock Company, Milwaukee 45,Wis.° (Vovld4_ Largest Padlock Monufactirond 


For Details Circle 2 on INQUIRY CARD 





GRAND SLAM 
GOLF CLUBS 


‘New and Incomparable”’ 


Best describes the 1959 Grand Slams 
shown in our new golf club catalog. 
There are outstanding features galore 
such as Levelume plating on all iron 
heads except the superb Atlas 90 model, 
which features the finest Stainless steel 
heads; genuine Persimmon heads on 
all woods; Rib Guide grips; etc. See 
and read about them! 


NILLE S/ 
pats UN 
HILLERICHBBRADSBY C” 
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Thox. ours yin 
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LOUISVILLE 
SLUGGER BATS 


The 75th Anniversary Catalog of genuine 
Louisville Slugger Bats for Baseball and 
Softball includes new autographed models 
of Thomas, Jensen, Cepedo and Cerv in the 
famous 125 assortment. Also included is the 
splendid array of specials and junior models 
for Babe Ruth Leaguers, Pony Leaguers, 
Little Leaguers, etc. 

The line of nineteen Softball bats shown 
include a number of new models to meet 
every need. 


GRAND SLAM 
Golf Clubs 


They’re READY NOW! 


For Details Circle 3 on INQUIRY CARD 


JANUARY 1959 





Over 12,000 retailers 
are now selling with 
the STEELMARK ! 
Write us for your 
free kit today. 


IN HARDWARE 
AND NURSERY 
HISTORY! 


Never have dealers praised a display rack as 
they have this. It’s easy to clean... compactly 
holds the 19 best sellers and high profit-pullers 
of your Golden Grain line. ..and most impor- 
tant, tools sell themselves from it! 


Spring gardeners will be wanting a closer 
look at these popular garden tools for a big 
Sunset ad will tell them to find this rack in 


United States Steel Products 
Division of 


5100 Santa Fe Ave., Los Angeles, Calif. 


THE LABEL ON STEEL THAT SELLS... (8) 


USS is a registered trademark 


your store. Keep fully stocked against demand 
...and get your display rack free with your 
purchase of a special package deal of 72 
Golden Grain Garden Tools. 


Get your share of sales and profits from the 
Golden Grain Bonanza! Order your rack from 
your hardware or nursery jobber now while 
his supply lasts. Offer ends March 1, 1959. 


United States Steel 


* 1849 Oak St., Alameda, Calif. 
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CAN YOU SPARE THIS MUCH SPACE ’~ 
FOR A HIGH VOLUME, 
HIGH PROFIT DISPLAY? 


Floor Sweep Display No. 1 
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Stocks — Displays— Sells 


Mark off 2!4 square feet of floor space in your store . . . see for 
yourself how little space it takes to increase your volume on high 
profit floor sweeps. Oxco’s Floor Sweep Display No. 1 stocks 


. displays ... sells a complete selection of the most popular 





sweeps! 


Top sign tells customer type of sweep needed for his 
floor surface. 


Complete selection displayed...including sweeps for 
garage floors, smooth or rough floors, medium or 
heavy dirt, etc. 


Stocks extra sweeps in rear. 





Easy to set up and stock! No bolts, nuts or complicated 
assembly. Display includes 18 sweeps and handles, plus 
metal rack at no extra cost. Shipped in one carton. 


ee“ QXIO 
a my ROM Your 


JOBBER! OX FIBRE BRUSH COMPANY, INC. 


Freoericx Zviatlished /F8¢ MARYLAND 
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DECEPTIVE PRICING has 
become the target of the Fed- 
eral Trade Commission. They 
have recently published Guides 
Against Deceptive Pricing. 
Shortly afterwards the Associa- 
tion of Better Business Bureaus 
printed a pricing chart based 
upon the FTC Guides. The chart 
is designed especially for use 
by advertising copywriters, 
store buyers, merchandise ex- 
ecutives and others directly con- 
cerned with keeping compara- 
tive price and value claims in 
line with FTC Guides. Although 
the Guides apply only to those 
in interstate commerce, the Bet- 
ter Business Bureaus will en- 
courage local advertisers to fol- 
low them as well. If you desire 
one of the BBB Pricing Charts 
free, just circle No. 298 on the 
inquiry card page 51. 

EVERY ISSUE OF Harp- 
WARE WoRLD FOR 1959. has 
been planned as announced in 
our editorial of last month. We 
have printed a 16-page booklet 
called, “Hardware World’s Edi- 
torial Program for 1959.” If 
you would like a copy of this 
just circle No. 299 on the in- 
quiry card on page 51. 

EMANCIPATED WOMEN 
are going to become even more 
emancipated according to Rich- 
ard J. Sargent, vice president 
in charge of marketing and dis- 
tribution of Westinghouse con- 
sumer products when he 
appeared before a group of dis- 
tributors in Oakland in Novem- 
ber. In the next 10 years there 
will be a doubling of the use of 
electricity for easing the chores 

(Continued on page 6) 
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COMMEN T — 


Planning . . . With the Intent To Sell 


Elsewhere in this issue we have announced the plans 
for our second “Springtime is Gifttime” hardware indus- 
try-wide promotion. 

During 1958 the editors of HARDWARE WORLD have con- 
ferred with retailers, wholesalers and manufacturers in 
order to design this promotion so that it may do an effective 
job at the retailer level. 

Its purpose in the first place was to create something 
that would give the independent hardware retailer an op- 
portunity to increase sales. Most of the merchandise that 
ean be sold in this promotion would be high ticket items, 
or at least better profit items. There should be little need 
for advertising the items at reduced prices. 

The promotion covers a span of seven or eight weeks. 
This is not one promotion, but a series of them .. . all 
predicated on selling gift merchandise to those looking for 
gifts for Mother’s Day, Bride’s Showers, Bridegroom’s 
Showers, Weddings, Wedding Anniversaries, graduations 
and Father’s Day. 

Many wholesalers have shown their intention to par- 
ticipate in this promotion as have many manufacturers. 
We are offering a basic merchandising kit. The wholesalers 
and manufacturers will offer material in addition to this. 

This is a Western promotion offered to you at a low cost. 


If you need merchandising help, here it is. 


Uitte Clem. 
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OUR READERS WRITE 





... to the Editor 


Dear Sir: 

Suggestions for your readers on 
how to get rid of the approach of 
“Can I Help You” are very good. I 
think that articles like that are ex- 
ceptionally good. I post these on our 
bulletin board and when our sales 
people read it, it seems to have more 
force than when we tell them. 

Am also pleased with your Editorial 
Comment. For years the “hooey” has 
been “Do not talk politics in the 
store.” If our fathers had not talked 
politics we would not have had such 
a wonderful country to be born in. 
For the past 50 years we have not 


talked politics because we were afraid 
of losing a customer. By keeping 
quiet it looks like the Socialists and 
Commies are getting just what they 
want. Our men elected to office are 
kept in Washington for 11 months in 
the year while there they are pounded 
every day with Socialistic ideas, and 
we are so busy working to pay the 
taxes, that we neglect the biggest 
business, “Our Government.” 

Much more study should be made 
of our text books that are used in 
our schools. Our Fathers and Grand- 
fathers worked hard to give us a bet- 
ter education than they had, but we 
do not use it to write our Senators 
and Congressmen, to tell them what 
we should have for honest permanent 
government. 

Yours sincerely, 
Pete Barthel 
The Barthel Hardware, Inc. 
Missoula, Montana 





A SALE IS IN 
THE MAKING 


CHAN wey LOCK 


No. 420 


Every time one of your customers 
“‘hefts’’ a CHANNELLOCK No. 420, 
a sale is in the making. He'll like its pipe- 
wrench grip...its obvious all ’round use- 
fulness. And the odds are he'll tell you 
to wrap it up. Hundreds of thousands 
of hardware store customers do just 
that every year. 


Cash in on Channellock’s 
growing sales. Put these 
handy pliers out front where 

your customers can eye 'em 

and buy ‘em. You'll like the 
extra profits. Let us send you 
Our new Catalog. 

CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 


Hy 
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SIDE LINES 


(Continued from page 5) 
of the American homemakers, 
he predicted. 

The factors contributing to 
this increased consumption of 
electricity, according to his be- 
liefs, by 1969 will be the use 
of: 16 million more washers, 16 
million more refrigerators, 
twice as many electric ranges, 
and three times as many elec- 
tric dryers. That’s a lot of busi- 
ness in the next 10 years. 


WEATHERSTRIPPING 
FOR SUMMER is opening up 
new markets for weatherstrip- 
ping materials, according to a 
bulletin from the U. 8S. Dept. 
of Commerce. People are now 
using the materials for air-con- 
ditioning which, of course, is 
really a year-round business. 
The metal weatherstrip manu- 
facturers had sales in excess of 
$20 million in 1957 (the last 
year of which data are avail- 
able), which is an increase of 
almost 50 per cent over 1954. 


COLORFUL CUSTOMERS 
were recently sought by Pearson 
Hardware Company in Oakland 
who evidently wanted their new 
monthly accounts to look like a 
rainbow. They offered prizes to 
those people who registered with 
the following names: White, 
Black, Blue, Grey, Gray, Pur- 
ple, Mauve, Brown, Green, Ver- 
million, Orange and Lemon. 


STUCK WITH HULA 
HOOPS? The National Garden 
Bureau suggests that you sell 
your customers on the idea of 
using them for making circular 
beds for annual flowers and 
vegetables. They might also 
hang them up in the trees for the 
birds. 


THE “GOLD RUSH” COUN- 
TRY will be honored next 
month when we present our 
once-in-a-lifetime special issue, 
“Welcome Alaskan Market.” 
This 12th Western State has 
gone along since the Gold Rush 
days rather unnoticed. Now it 
is on the move. We hope you 
will enjoy this special report. 
—M.A. 
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When he appears in major farm magazines 
You sell more\ GQ J0b ALUMINUM grain scoops! 


Because he’s using the famous “alum- MG aps in 
inum scoop with the blue handle” that ~ Pee 5 MONTHS 
farmers ask for. It’s a third lighter 

than steel, the grip really fits the hand, 

and it does more work with less work. 

Advertised in Successful Farming and 

Farm Journal. Better order now! 
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| The more you look... the better they look 


Dependable Distribution from these Warehouses: G ~ ee aa 
New York © Philadelphia © New Orleans oe (] LI A fe E {; E E 
Atlanta ¢ Pittsburgh @ Cincinnati ©¢ Dallas 

Chicago © St. lovis © Detroit © Denver 


Minneapolis ® San Francisco © Los Angeles Pl P E r I i j N G Ss 


ORDER FROM YOUR WHOLESALER 
The anasuen| 2 Manufacturing Co. ¢ 6565 Broadway ¢ Cleveland 5, Ohio 





HITE STEEL MEASURING TAPE 
OLLED-SPEED BLADE RETURN”! 


Evans has done it again! Now you can merchandise 
a “sure fire” volume sales builder. It’s the Evans 
“Power-Fifty”. 


This new revolutionary “Power-Tape” was created 
by Evans Engineering Department after more than 
a year of development. It completely eliminates 
the tedious hand winding required with the con- 
ventional 50-foot tapes. The user has “power at 
his finger tips”! All he does is press the power 
button to retract blade ... release button... 
blade stops instantly where wanted. There’s no 
blade creep, measurements are always exact! 


Display it, demonstrate it — sell it! You'll find it 


a real profit builder. The “Power-Fifty” is another 
first from the first name in tapes — Evans! 


RETAILS FOR ONLY +6” 


Packaged in heavy gauge, transparent 
“pegboard” box identifiable with the 6, 8, 
10 and 12 foot Evans pocket “Power- 
Tapes”. Ready for display in your store. 


The “Power-Fifty” has all the features 
that have made Evans Tapes the largest 
sellers in the industry. 


Available Now From Your Jobber. 
*"'Power-Fifty” steel tapes, U. S. Patent No. 2,586,386. 


Factories at 


RULE C0 Elizabeth, N. J. & Montreal, Quebec 
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Individually labeled balls 


ALL-PURPOSE COTTON 


SEINE CORD 


ART. 533 


AVAILABLE IN A VARIETY 
OF PLYS AND PUT-UPS 


1 ib. skeins-6 thru 72 ply 
Put-up in 5 Ib. pkgs. 


2 oz. balis-—6 thru 24 ply 
Put-up in 5 Ib. pkgs. 


4 oz. balis—6 thru 48 ply 
Put-up in 5 Ib. pkgs, 


8 oz. balis-6 thru 72 ply 
Put-up in 5 Ib. pkgs. 


1 Ib. balls-18 thru 72 ply 
Sold in bulk 


only UNS seine CORD 


is labeled for you and 


your customers identification 


"| Orders of $75.00 or more, freight 
cae j prepaid. Orders of less than $30.00 
: mf. o. b. Mill, Lawndale, N. C., Van Nuys, 
Calif., Marietta, Minnesota, Dallas, Texas, 
‘or Waynetown, Ind. Orders of $30.00 to 
$75.00, freight allowed to $1.00 per cwt. 
Freight prepaid does not include extra 
_ charges incurred outside carrier's 
_ regular zone of delivery. 


estasuisneo 1e7s WIEUEIAN HS Company LAWNDALE, N.C. 


14346 Bessemer St., Van Nuys, Cal. + Marietta, Minn. » 3104 Gaston Ave., Dallas 26, Texas + Waynetown, Ind. 
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RING AND 
SCREW SHANK NAILS 


CF«I Ring and Screw Shank Nails are available in 
sizes, types and finishes to meet all your customers’ 
needs. Fill every order promptly and with confi- 
dence—stock CF«&I Ring and Screw Shank Nails. 


- 


| THIS BRAND IS 


YOUR PROTECTION 


s+ % 


—— ee ee oe oe oe oe oe oe 


CF eI Ring and Screw Shank Nails are sup- 
plied in handy 5-, 25-, 50-, and 100-pound 
cartons for your ordering convenience. 


THE COLORADO FUEL AND IRON CORPORATION 


Denver - Oakland ~ 


Albuquerque. > Amarillo + Billings » Boise + Butte » Denver - El Paso » Ft. Worth - Houston + Kansas City + Lincoln (Neb.) + Los Angeles 

Oakland + Oklahoma City « Phoenix + Portland - Pueblo + Salt Lake City » San Francisco +» San Leandro + Seattle * Spokane + Wichita 

CANADIAN REPRESENTATIVES AT: Calgary + Edmonton » Vancouver > Winnipeg 5816 
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Merchandise Now In The News 








PYROCERAM, the super strength, 
heat-resistant ceramic is non-porous, 
and cleans as easily as a dish. The 
10-inch skillet has matching cover, 
detachable handle and cradle for table 
service. Saucepans have clear heat- 
resistant covers and detachable han- 
dies.—Corning Glass Works. 
For Details Circle 125 on INQUIRY CARD 


SANDER-PLANE will remove mate- 
rial twice as fast as conventional files 
or rasps. Cuts on both forward and 
back strokes, as well as circular mo- 
tion. It can be used for filing, sand- 
ing, planing, shaping or beveling. 
Abrasive surface of tool is of tung- 
sten carbide.—Skil Corporation. 
For Details Circle 126 on INQUIRY CARD 
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PORTABLE DISHWASHER features 
a hot water booster that guarantees 
140-degree water every wash and 
rinse. Large ball-bearing casters and 
quiet rubber wheels make it easy to 
roll to dining area for loading, to sink 
for connection to faucet and to cabi- 
nets for unloading.—Westinghouse. 
For Details Circle 127 on INQUIRY CARD 


WALKING POWER MOWER fea- 
tures an unusual hood and grill ar- 
rangement covering the engine, and a 
simple quick-change cutting height 
adjustment. Other features include a 
special tire with a smooth inner wall 
to cut down grass “cling” and side 
exhaust.—Quick Manufacturing, Inc. 
For Details Circle 128 on INQUIRY CARD 








STOR-O-ROOM is the easy, economi- 
cal answer to that problem of extra 


space for storage. This lightweight 
all-aluminum unit can be erected on a 
do-it-yourself basis. Comes in a va- 
riety of sizes, with or without win- 
dows, and is also available in various 
colors.—Panelfab Products, Inc. 

For Details Circle 129 on INQUIRY CARD 


HINGE MORTISE combines two sim- 
ple cutting tools to produce finished 
mortises for butt hinges. Unit is de- 
signed for 314.” and 4” hinges, and 
works on all wood doors. It can han- 
dle jambs up to 812” in size. Unit is 
simple to operate.—Dosch Manufac- 
turing Company. 
For Details Circle 130 on INQUIRY CARD 


HARDWARE WORLD 





For additional information on 
any item shown on these 





pages, 





lease circle number 








on the Reader Service Card, 
facing Page 50 in this issue 


“SPUD-NIKS” are annodized alumi- 
num baked potato pins, when pushed 
into the raw potato, cuts baking time 
at least one-third by cooking from the 
inside out. They also improve fiavor 
and prevent bursting. Other uses are 
with meat and poultry. Retails for 
29 cents.—Atlas Tack Corp. 
For Details Circle 131 on INQUIRY CARD 


ee 
+ Pemomene! ie 


PRE VU DOOR VIEWER allows you 
to see out, but no one can see in. This 
die cast door viewer with no moving 


parts prevents unwanted intruders. 
Affords low cost family protection. 
Kasily installed by anyone in minutes. 
Retails for $1.—Remington Hardware 
Company, Inc. 

For Details Circle 132 on INQUIRY CARD 
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SCREW SHANK AND AMERING 
NAILS are designed for increasing 
joint strength up to six times the 
holding power of ordinary nails. 
Won’t loosen, break or bend when 
properly selected for the job. Ideal 
for tough applications where vibration 
and impact are vital factors.—United 
States Steel Corp. 
For Details Circle 133 on INQUIRY CARD 


ALUMINUM PANS feature beauti- 
fully designed, black bakelite fittings 
throughout, bakelite handles with 
flame guard for added strength, butt- 
type heavy gage threaded steel 
bracket, holes at end of handle for 
hanging, and high finger-tip cover 
knobs.—The Enterprise Aluminum Co. 
For Details Circle 134 on INQUIRY CARD 


'TT'HREE-WAY PUSH BUTTON type 
A-C switches with built-in locator 
lights have special appeal for persons 
who have frequent occasions to turn 
switches on or off while their arms 
are loaded.—General Electric. 

For Details Circle 135 on INQUIRY CARD 


ELECTRIC CAN OPENER in color 
to complement any kitchen decor fea- 
tures triple-plated chrome and retract- 
able legs for opening extra-tall juice 
cans without moving unit to coun- 
ter’s edge.—Rival Manufacturing Co. 
For Details Circle 136 on INQUIRY CARD 


ALUMINUM LAWN EDGING is 
heavy gage metal with narrow corru- 
gations for extra strength. Available 
in continuous coils in six different 
sizes and packaged in colorful wrap- 
per.—Scovill Manufacturing Co. 

For Details Circle 137 on INQUIRY CARD 
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e Nearly everyone who buys 
chain is a customer for chain attachments 
and fittings. So be prepared to boost chain 
sales and profits by stocking Acco attach- 
ments and fittings. When a customer buys 
chain, sell him an acco attachment or fit- 
ting to make his chain assembly complete. 
It’s a customer service he’ll appreciate and 
it wil! soon mark your store as “chain 
headquarters” in your community. 

acco chain attachments and fittings are 
designed and manufactured to the same 
high standards as all other acco chain 
products. As a result, when you feature a 
complete chain section of American Chain 


“It's easy to sell 
Acco attachments and fittings! 
They go with chain sales— 
they'te the same" matched quality 
as other Acco pp 





items, you can be certain you are selling a 
line of products with ‘‘matched quality” 
throughout. 

@ acco attachments and fittings are 
‘‘matched”’ in another way, too! Most of 
the items shown on this page come packed 
in individual cartons and boxes 
for greater ease in stocking, han- 
dling, and displaying. And to 
make your selling job easier, 
product labels list the correct 
chain size with which the item 
should be used for maximum 
safety. Sell the best ... sell acco 
Chains and Fittings! 


WELDED 
RINGS 


Made from 
steel in a wide 
range of sizes 
or diameters. 
Self-colored 

and hot galvanized. 


SLIP HOOKS 


_, Drop-forged and 
shaped to permit 
chain to slip easily 
through the loop. 
Furnished natural 


finish. 9 sizes —for chain sizes 


4%" through 1’. 


GRAB HOOKS 


For use on log and 

other utility 

chains. Drop 

forged. Grabs 

when hooked over 
link of chain. 9 sizes—for 
chain sizes 4%” through 1’. 
Natural finish. 


COLD SHUTS 


For joining 
large sizes of 
chain. Use one 
size heavier 

than chain size. 7,” to 114” 
Natural finish. 





SWIVELS 


Made from malleable iron, de- 
signed to withstand the actual 
strength of the chain used 
with. 9 sizes—for chain sizes 
\%" through \". 


ANCHOR 
SHACKLES 


Made with 
threaded screw 
pin (shown) or 

plain round pin (not shown). 
Drop forged. 15 sizes—\" to 2’. 
Self-colored, hot galvanized. 


REPAIR LINKS 
An easy way of joining pieces 
of chain. Can be closed cold. 
11 sizes— 3%" x 1" to 4" x 2%’. 
Bright and hot galvanized. 


CONNECTING LINKS 


Drop forged, for temporary 
or permanent repairs. 13 sizes 
—¥%” to 1%". %”" size and 
larger have interlocking lugs 
and rivets. Self-colored and 
hot galvanized. 





“S$” HOOKS 


Standard 
S-Hooks carried 
in 47 different 
sizes. Regularly 
furnished bright 
finish. 





ROPE SWIVEL SNAPS 


Have welded ring for engaging 
rope. 2 sizes: 6 ga. x %" I.D. 
ring, 7 ga. x 4%" 1D. ring. 
25 pieces in carton. Bright, 
bright zinc and nickel plated. 





: 
é OPEN-EYE 


SWIVEL SNAPS 


Eye of snap is left open for 
attachment. Match snap size 


to chain size. No. 3-4, 1-2, 


1/0-2/0, 3/0-4/0. Bright, 
bright zinc or nickel plated. 








COTTER PINS 


Made from cold drawn half- 
round steel wire. One end ex- 
tended for easy spreading. 
Wide choice of sizes. 











ORDER FROM YOUR DISTRIBUTOR 


Contact your American Chain 
distributor for complete informa- 
tion about these items or write 
our York, Pa., office for free Cata- 
log DH-176B and Price Lists R-957 


and R-758. 


American Chain Division 
AMERICAN CHAIN & CABLE 


U 
Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 





Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
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for VICTOR 
ee Gy 
BLADES 


no strings attached 


That’s right! Victor makes this un 
fore} ele bbe teyet-) Mke)ed-) mm come-tohvamel-tuch\s-ta-mp a= 
tailer interested in boosting sales and 
profits from top-quality Victor Blades 
This colorful, eye-catching display 
gives you the chance to aggressively 
promote increased sales...and there’s 
absolutely no investment of any kind 
required. Contact your local Victor 
wholesaler or fill in and mail the 
coupon. 


Use the Victor Display 
4 Ways 











ON A PEG-BOARD 


A BAR RACK . WALL MOUNTED 


SAW WORKS INC. 
Middletown, N.Y., U.S.A. 


ORDER TODAY 


Your Victor Display is ready—waiting to go to work 
in your store. It’s a permanent metal type, 8” by 18” 
and holds up to 120 Victor Standard Flexible Back and 
Moly High Speed Blades, 10” and 12” lengths, 18 and 
24 teeth. Space for prices, too! 


Please forward my free Victor Hack Saw Blade 
Display. I understand there is no obligation of any 


kind on my part. My wholesaler is 


I'm interested in Victor Hack Saw Blades. Please 


Geared to move blades out of your store, so call your 
Victor wholesaler...or mail this coupon. 


Store Name __ 


Address 


| 

| 

| 

| 

! 

l 

| 
send me the name of my nearest Victor wholesaler 
l 

| 

| 

! 

! 
— 
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“RELOKIT” is an aid to professional 
and amateur home modernizers that 
enables mechanics to replace scarred, 
tarnished and battered door hardware, 
HOLDS 200 2-OZ. using only simple hand tools.—Inde- 


“WINDOW BOXES” - , pendent Lock Company 
r / “ For Details Circle 165 on INQUIRY CARD 


TAKES LESS THAN 
11% $Q. FT. OF 
COUNTER SPACE. 


Actual size 12” wide x 
17” deep x 19” high. 





@ BIGGER PROFIT — Sell full 2-0z. Atlas “window boxes” for 
15¢ each. Compared to plastic tubes and smaller boxes at 
10¢, your customers get up to 100% more merchandise for 
the extra nickel and YOU GET FROM 65% to 100% MORE 


PROFIT. Everybody benefits! 


Total Retail Value (200 pkgs. @ 15¢) $30.00 | LAWN FURNITURE WEBBING KIT 


Retail Cost 18.00 | allows user to create his own color 
designs. Kit includes 17 ft. of 2%” 


Retail Profit (40%) $12.00 | wide webbing, more than enough to 
PROVEN FASTER TURNOVER — More than 20,000 Atlas ee ee 


ba ji ‘4 “ | —Ru-Son Products Company 
merchandising displays in actual use have proven their For Details Circle 166 on INQUIRY CARD 


ability to TURN STOCK 5 to 7 TIMES PER YEAR (two 
to three times the normal rate). In addition, self-service 
practically eliminates any selling cost. 

COMPLETE LINE — Display holds full initial shipment of 
200 famous, red Atlas “window boxes” — 10 EACH OF 
THE 20 MOST POPULAR ITEMS. No extra boxes to 
store or get lost. You get complete stock with one order, 
one invoice, more profit. 


Merchandise and Display Shipped as One Unit 


Two cartons banded together — weight 39 Ibs. Refills 
of any Atlas g-lb. package available in wraps of 10. 


TAC K WROUGHT IRON MAIL BOX POSTS 
make a desirable addition to any sub- 
CORP. urban or country home. Flattened at 
the base for easy ground penetration, 
® 
16 





also prevents turning. Rust-proofed. 


FAIRHAVEN, MASS. ® HENDERSON, KY. | Hy-Ko Products Company 
| For Details Circle 167 on INQUIRY CARD 
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there’s a 
bright tomorrow for 


Melnor dealers because... 


Melnor makes everything under the sun for the sarden market! 
~ (_r 
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but 4 SPECIAL PROMOTIONS FOR EXTRA PROFIT! 


(see them by turning page). 





No. 8000 Assortment of Oscillating 
Sprinklers with Free Bonus of Three 
Revolving Sprinklers! 


SHIPPED IN ASSORTED COLORS 


(2) #525 SWINGIN’ SPRAYS @ 6.50 each 
(2) #550 SWINGIN’ SPRAYS @ 7.95 each 
(2) #700 SWINGIN’ SPRAYS @ 9.95 each 


(2) #1000 SWINGIN’ SPRAYS @ 12.95 each 
SHIPPED IN ASSORTED COLORS 


FREE BONUS 
(1) #800 REVOLVING SPRINKLER @ 1.95 each. 1.95 
(1) #850 REVOLVING SPRINKLER @ 2.95 each. 2.95 
(1) #900 REVOLVING SPRINKLER @ 4.95 each 4.95 
TOTAL RETAIL VALUE: 84.55* - DEALER COST: 44.82* 


DEALER PROFIT 39.73 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! LIMITED SUPPLY! 


Two “Early Bird” Sprinkler Specials with 


47% DEALER PROFIT! 


Buy 


No. 8500 Assortment of Revolving these... 


Sprinklers with Free Bonus of Two 
Hose Nozzles! 


(2) #800 REVOLVING SPRINKLERS @ 1.95 ea. 3.90 

(2) #850 REVOLVING SPRINKLERS @ 2.95 ea. 5.90 

(1) #900 REVOLVING SPRINKLER @ 4.95 ea. 4.95 
FREE BONUS 

2 pcs. 500 § HOSE NOZZLE @ 1.00 each 2.00 

TOTAL RETAIL VALUE: 16.75* - DEALER COST: 8.85* 


DEALER PROFIT 7.90 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! LIMITED SUPPLY! 


| Meinor’s See 'n Sell accessory line in fast-moving, 
E fa | self-solling skin-pack digplay cards. Take your 
Sa f | pick of two packages: was 
Fed Hose nozzle | No. 158$—92 individual pieces, including 20 tferent 
items, with FREE Wire Display Rack. 
rd TOTAL RETAIL VALUE: 61.92* 
DEALER COST: 39.21* 
- DEALER PROFIT: 22.71 
No. 159 R—Refill Skin-Pack Assortment . 92 individual 
pieces, including 20 different items, a? 
Brass Hose Nozzles. 
TOTAL RETAIL VALUE: 61.92* 
DEALER COST: 36.68 


300 De Witt Av, Brooklyn 36, N.Y. 
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ZIP-O ALL-PURPOSE CLEANER is 
a combination of ingredients that 
cleans dirt, oil, grease, fruit and food 
stains, mildew stains, etc., from rugs, 
upholstery, lamp shades, clothing, 
suede, painted walls and surfaces, etc. 
—Pitman Chemical Laboratories Inc. 
For Details Circle 162 on INQUIRY CARD 











CHAIN DOOR FASTENER offers 
protection from intruders. Welded 
chain has tensile strength of 1000 
pounds, permits door to be opened 
4¥,”, and offers ventilation with 
safety.—The Shelby Spring Hinge Co. 
For Details Circle 163 on INQUIRY CARD 
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ADJUSTABLE DOOR STOP flexes to 
eliminate accidents. Regulates travel 
distance of door. It doesn’t interfere 
with use of vacuum, carpet sweeper, 
broom or mop. Easily installed.—Slip 
Seal Company. 

For Details Circle 164 on INQUIRY CARD 
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Here’s an idea to Stimulate Sales ! 


eaturing 


MOULI 


salad making 
products 


Get on the “Good Health” 
bandwagon! (Look at the amazing 
success stories of dietary foods, 
exercise machines and health 
salons.) We're shouting like mad 
via television, newspapers and 
magazines that “Mouli-Made 
Salads are Nature’s Natural 
Health Builders...Eat 

Salads Every Day.” 


SUPER SALAD MAKER with 5 
interchangeable discs .. $4.98 


Make up a SALAD HEALTH- 
CENTER display today, and 
you'll see action. But be sure you 
feature ALL the wonderful 
fast-selling MOULI products. 


Order from your jobber right away. 
JULIENNE TV SHREDDER with 
4 interchangeable discs. $2.98 


Send for New Full-Line Catalog 


Write today to Dept. HW-1! for your FREE 
Mouli “Profit Calculator” and a host of sell- 
ing tips. 


“TRIUMPH” BASKET. Original French 
Design. Changes shape instantly for 
hundreds of uses $1.49 


PARSLEY MINCER. Minces 


parsley, nuts, herbs, etc. $1.00 ROTARY GRATER. 


Grates anything from 
“soap to nuts.” $1.00 


Manufacturing Corp. 
91 Broadway, Jersey City 6, N.3. © Phone: HEnderson 5-7267 


For Details Circle 15 on INQUIRY CARD 
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ROT#-E DGER 


ROTARY LAWN SHEARS 


No.30 ff HAS ALL THE FEATURES... 


Deluxe Fast repeating blade action based on rotary shearing principle... 


With Exclusive fe Self Sharpening .. . Adjustable blade tension. Works right, left hand, 

Three-Position MM forward or back... Easy disassembly and parts replacement... Light, 

Shear Blade jE Sturdy, Economical ... Top grade material... 48-inch hardwood handle 
.. Rubber tires for traction. 


No. 20 
Universal S § Standard 


FASTER, EASIER 
GRASS TRIMMING 
AND EDGING 


The Ames Roto-Edger trims and 
finishes edges lawn mowers 
can’t touch. There's no stoop- 

ing, kneeling, backaches or 
blisters. Every movement 
counts with the Ames Roto- 
Edger’s rapid, efficient 
blade action. 





od. 5. OAES co. PARKERSBURG, W. VA. 


Ames also manufactures the famous line of Ames Maid metal household 
furniture and Ames Aire casual furniture 


REP poms VE Rh a PO 0 a A IO ON NOS A AON AIO I AE A yagi ei a 
For Details Circle 16 on INQUIRY CARD : 
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with 
your 
purchase 


of 


Rifump OF 


AS 
F danpusteed by > 
Good Housekeeping 


J 
27 45 apveanistd WS Model 51 


MOP 


SQUEEZES , Gets your floor 
ITSELF Af - | CLEANER, FASTER, 
a /// mee WS iy Y @ EASIER! 


Refills Always 
Available 


Quickie Mfg. Corp., 
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1934-1959 
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Devoted to winning the 
“Battle of the Bugs” 


We are proud that we have been able to create 

a line of precision products that have helped to 
make gardening easier, more resultful, more 
rewarding in all ways to millions of home gardeners. 


On our Silver Anniversary, we salute the 
manufacturers of garden chemicals and the 
oe i ; eee thousands of garden supply dealers throughout 
" the United States and in foreign countries who 
have cooperated in our program of education 
to the gardening public. 


Hayes Spray Gun Company 


World's Largest Manufacturer of Garden Hose Sprayers 
98 North San Gabriel Boulevard, Pasadena, California 
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PATRIOT 
M ARE 


men of vision sell em both! 


Nothing sells like a top-quality line. Except two of them! 


Those who stocked copper-clad stainless steel Revere Ware and 
new Stainless steel Patriot Ware proved this last year. Both lines 
were best sellers. And promise to do even better this year. 

They make up the best-balanced selection of cookware today. 
That fact—and superb Revere quality in both lines—keeps your 
customers happy. And brings them back for more. 

Stock both now to give customers exactly what they want. Display 
them. You'll sell them! See your supplier today. Let Revere’s broad 
new advertising and promotion program work for you full time 
this spring! Revere Copper and Brass Incorporated, Rome, N. Y. 

* * * 
VISITING THE HOUSEWARES SHOW? See the full display of 
both Revere Ware and Patriot Ware at Booths 640 through 648, 
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EMPIRE HARDWARE WEEK SPECIAL 


PRICED FOR 


| CARs ‘HOME 


| “ASHING BRUSH 


> ALL: PLASTIC 
a RUB BRUSH 
All BF rapt 8 longer, 
selis faster, White bris- 
tles, polystyrene block. 
Packed 1 dozen in dis- 
play shipper, equally as- 
sorted red, turquoise, 
yellow. Shipping weight: 
3% Ibs. per dozen. 
Regular retail $1.00. 


Special for 
Hardware ¢ 
Week 


VOLUME! 


Here are the brushes, the displays and the 
special prices you need to move more 
brushes across your counters...for more 
profitable volume. 
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No. 5712 SPINNING-SUDSING CAR & HOME WASHER 
In colorful display box! The brush of a dozen uses, 
already set-up to sell in its eye-catching display. With 
spinning head, sudser and handy shut-off valve. Packed 
half dozen to display shipper; handles included. Ship- 


ping weight: 18 Ibs. per dozen. $6.95 value. ¢ 98 
Special for Hardware Week 4 


No. 5637 SPINNING CAR & HOME WASHER Spinning 
head; handy shut-off valve. Comes in display shipper. 
Regular $4.49 retail. Special for Hardware Week $2.98. 
“STANDARD” CAR & HOME WASHER Handy shut-off 
valve. Comes in display shipper. Regular $2.39 retail. 

Special for Hardware Week $1.98. 


- Double value, doubt 
_ volume, double profits. 
Lightweight, all Brey 
ethylene vegetable an 
~ hand brushes. Packed 

- dozen. sets of 2 brushe 
_ banded together. Shi 
. as. — 4% Ibs. per 


p eaten 29¢ each. 


: 221 


EMPIRE BRUSHES, INC., PORT CHESTER, NEW YORK ALL YOUR @RUSHES FROM ONE DEPENDABLE SOURCE 
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WASHINGT 


——By N. R. REGEIMBAL 
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Chilton News Bureau, Washington, D. C. 


Farmers Will Have About $11.8 Billion to Spend 
In 1959, U. S. Agriculture Department Predicts 


Western hardware dealers won’t be able to count as heavily on 
their farm customers for sales in 1959 as they did in 1958. 


Farm income, which showed 
a strong pickup in 1958, is due 
to drop in the new year. The 
decline may be as much as 5 
to 10 percent, according to U. S. 
Agriculture Department experts. 

Higher prices in 1958 pushed 
average net farm income — 
what’s left to spend—up about 
20 percent to $13.1 billion. In 
the new year farmers will have 
about $11.8 billion to spend, the 
Agriculture Department says. 

Causes of the decline include 
falling prices for farm products, 
further increases in production 
costs, and a decline in govern- 
ment farm subsidy payments. 

The drop in farm prices next 
year will center on lower prices 
for hogs and some other ani- 
mals. Crop prices are expected 
to remain high, and production 
is expected to increase. 

Using the Department’s fore- 
cast as a guide, it appears that 
farmers will be good customers 
for seed and fertilizer, but not 
for feeds; that a decline in their 
purchases of appliances, new 
tools and equipment and other 
postponable items can be ex- 
pected ard that areas where 
crops are the main money activ- 
ity will do better than those 
where stock is the chief product. 


WESTERN HOMEBUILD- 
ING should pick up steadily 


JANUARY 1959 


through the first six months of 
1959 . . . A sharp boom could 
develop in the second six 
months. J. C. O’Malley, presi- 
dent of the Retail Lumber Deal- 
ers Association, is predicting 
that new housing construction 
in 1959 will hit 1.25 million 
units for the country, compared 
with 1.16 million in 1958... 
Home modernization and re- 
pair, paced by kitchen modern- 
ization, will push beyond 1958’s 
record of $8 billion... New 
housing legislation is likely to 
pass Congress, which will fur- 
ther spur Western homebuilding 
activity; the Administration 
may seek as much as $4 billion 
in new home mortgage insurance 
authority. 


MINIMUM WAGE law stands 
the best chance in years of be- 
ing expanded in 1959 .. . Labor 
unions, with a firm grip on Con- 
gress, are pressing for a hike 
in the present $1.00 minimum 
hourly rate to $1.25, and exten- 
sion of wage-hour law coverage 
to large retail stores . . . Smaller 
stores, even if exemption is re- 
tained, will in most cases have 
to pay higher wages, retail ex- 
perts say ... U. S. Labor De- 
partment has already revised its 
standards for exemption from 
wage-hour law coverage for ex- 
ecutive, administrative and pro- 


fessional employees—new salary 
tests push minimum for exemp- 
tion from $75 to $95 a week for 
administrative and professional 
employees, and from $55 to $80 
for executives ... Minimums are 
for workers involved in “inter- 
state commerce.” 


FAIR TRADE law should 
pass in 1959, backers confidently 
predict ... A strong organiza- 
tion to press for adoption by 
Congress of a national fair trade 
act to replace patchwork of state 
statutes is now being put to- 
gether .. . Hearings on the pro- 
posal in both Senate and House 
are promised for early in the 
session by congressional leaders 
... The number of retail groups 
supporting the fight for a strong 
new nationwide resale price 
maintenance law is increasing. 


FARM CO-OP TAXATION 
threatens to touch off some bit- 
ter battles in Congress this year 
. . . Support for an Eisenhower 
Administration program to re- 
move tax benefit subsidy is gain- 
ing support ... A score of retail 
groups are joining to support 
legislation to require co-ops to 
pay normal business taxes. 


WESTERN NAMES—R. M. 
Ingram of Aberdeen, Wash., was 
elected president of the National 
Lumber Manufacturers Associa- 
tion at a recent convention in 
the Nation’s Capital . . . Harold 
Hawkins, an employee of the In- 
ternal Revenue Service for 31 
years in the West, is the new 
regional commissioner for San 
Francisco. 
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4. HANDLE CONTROLS. Spring- 
field was one of the first to of- 
fer E-Z reach controls on 
walking mowers. A widely 
copied safety feature. 


> QUICK-CHANGE HEIGHT AD- 
USTMENT. All four wheels on 
Springfield walking mowers 
ive this simple positive ad- 


2. DELUXE RIDER BLADE CLUTCH 
Separate safety clutch permits 
unit to b jriven without 


blade rotating 


1. Q 
Lightly 
handle 
press 
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7 LL GEAR TRANSMISSION. 8. DEPTH BAR. Here is the sim- 
Springfield Automotive type—3 speeds plest of all tilling depth con- 
individually re- forward, one reverse on rider trols. Easily adjusted... 
tines—off or on model 359-A. Transmission, hinged to fold forward when 
10ut wrenches differential, and reduction backing up 
all run in oil 


RUM TYPE BRAKE. Model 
rider has automotive 
brake. Positive ac- 


stops 


12. STAGGERED WHEELS. Spring- 
field walkers carry this pre- 
ferred arrangement to peak 
efficiency. No scalping 


10. ADJUSTABLE TRANSPORT 
WHEELS. Correct pressure on 
tiller tines is obtained by ad- 
justing wheel assembly for- 
ward or backward. 


Seeeeeseseeeseseeeeseeseeeaeeseeeeeeeseee 
SCOCCCHOSESSSERESESESSESESEESES 
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13. KNEE-ACTION SUSPENSION. 
e 

suspended 

hock, smooth 


independent 
a car to reduce s 
out bumps. 


17. BONUS HORSEPOWER E 
GINES. All Sp ld models 
have bonus power for normal 
operations. Check specifica- 
tions and compare. 


14. ADJUSTABLE HANDLEBARS 
Tiller handles move up or 
down to lessen operation fa- 
tigue. 2 po ns. 


Ceeeeseeeeeeeseeoeeeeesse 


18. WORM AND WORM WHEEL 
DRIVE. Tiller transmission runs 
in oil, handles heavy loads 
without heating. 


TRANSMISSION 


transmission 


EC-59 


reverse 


eeeseeeees 
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30 PERCENT MORE SALES 


ONE OF THE PRIZES 
given away at the opening 


. .. Achieved by Modernization 


and Merchandising Techniques 
as Denoted by this Photo Review 


Garvey Hardware 
Monterey Park, Calif. 


is a fishing rod held by 


owner Bill LeKachman. 


$100,000 modernization program has kept cash 
registers ringing merrily to the tune of a 30 
percent increase in gross receipts since last March 
at Garvey Hardware in Monterey Park, Calif. 
The 37-year-old Southern California firm, es- 
tablished by Bill LeKachman and his father-in- 
law Aaron Rodman, originally catered to farm- 
minded folk, and today, Rodman having died 20 
years ago, LeKachman, now 70, operates the store 
with assistance from his son Gene, a son-in-law 
Morrie Primrack, a cousin Ed Rodman, and Mel 
Middleton. 
While the spanking new appearance of the store 
has played a large role in stimulating increased 
sales, it must share credit with LeKachman’s 


NEW STORE FRONT of Garvey 
Hardware is 122-feet across and fea- 
tures all of the latest materials and 
designs for a modern selling job. The 
store, founded 37 years ago, originally 
catered to the farm trade. Today the 
store features modern departments 
dealing in paint, screens and glass, 
sporting goods, tools, plumbing and 
electrical supplies, etc. 


guiding principles which are two-fold: stocking 
hard-to-find items, and emphasis on personal, 
friendly service. 

The new look increased square footage from 
13,000 to 20,000 including a 122-foot frontage on 
Garvey Boulevard. Featured in the store are new 
self-service bins, cash registers, a vastly expanded 
sports department which includes a large selec- 
tion of fishing rods, reels, landing nets and ac- 
cessories, rifles and shotguns, scopes, ammunition, 
bows and arrows, and targets all attractively dis- 
played in the open on island and wall fixtures; 
a tool section aimed at do-it-yourself customers; 
a complete paint department; a linoleum and 
shade section; and an enlarged screen and glass 
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PAINT DEPARTMENT, with Gene LeKachman in charge, 


offers 4000 colors in two lines along with a large stock of 
paint accessories. 


SPORTING GOODS DEPARTMENT is neatly stocked 
with a wide variety of merchandise displayed in the open 
on island and wall fixtures including such items as rods 
and reels, landing nets, rifles and shotguns, bows and 
arrows and accessories. Ed Rodman, in charge of the 


sporting goods department, demonstrates above, a rod 
and reel taken from the display. 


PLUMBING AND ELECTRiCAL buyer, Morris Primrack, 
checks his stock which includes many hard-to-find items, 
a policy which has shared in the store’s success. 


G 


ARVEY’S HARDWARE expanded facilities were offi- , 

cially opened with a four-day celebration last March. FINE GIFTWARE stocked by Garvey’s Hardware today 
Shown holding the ribbon at the ceremony is owner and represents a far cry from the hardware store of 37 years 
founder of the store, Bill Lekachman, second from left. ago which featured plows and rakes. 
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LINOLEUM AND SHADES, a large stock of each, are 
among the “hardware” found at Garvey’s. 


department, all of which was presented for the 
first time to the public in a four-day festival open- 
ing last March. 

Union Hardware and Metals store moderniza- 
tion department assisted in the layout, installa- 
tion and merchandising planning of the M&D 
gondola and wall section fixtures used throughout. 

In keeping with the overall modernization ob- 
jective to make it easy for customers to find and 
buy what they are looking for, each department 
is identified by “Housewares,” “Gift Wares,” 
“Sporting Goods” signs in illuminated cornices 
along the walls. 

While the program of modernization has been 
relatively costly, LeKachman vows all of these 
expanded features have proved their worth many 
times over. 





Delivery Boosts Sales 
POCATELLO, Ida.—Cole- 
man’s Hardware and Builders 


of the logs in a large amount at 
a special price, with delivery to 


Mistake Creates Boom 


TOOELE, Utah—The Tooele 
Hardware store here made a 


Supply store here has increased 
the sale of pressed logs for fire- 
places by offering free delivery 
on a minimum order. 

Always before, the store car- 
ried Preston logs but catered to 
the customer who bought a few 
at a time. 

However, this year the store 
decided to promote the purchase 


the home as the inducement. 

A store spokesman said, 
“vou’d be surprised at the num- 
ber of people who thanked us 
for the service.” 

The store sold the logs—regu- 
larly priced at 8 for $1—at the 
special home-delivered price of 
240 logs for $27.95. 





“Want Book’ 


PROFIT 
MAKERS 


CASH IN NOW! 


mistake in a special handbill ad- 
vertising an 88-cent housewares 
sale—and they capitalized on it! 

During the special sale event, 
the Tooele Hardware store de- 
livered several thousand special 
brochures advertising the event 
to area homes. 

But the date of the sale was 
printed incorrectly on the bro- 
chures. 

However, the store turned the 
mistake into an asset. Firm of- 
ficials took out a special ad in 
the Tooele newspaper to inform 
readers that the date had been 
printed incorrectly on the hand- 
bills. 

And the store offered 10 cents 
in trade for every incorrect bro- 
chure brought into the store. 

“The mistake turned into a 
boom,” a store spokesman said. 
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the NEW ruiter +88 Assortment 


This self-service sales magnet is loaded with pop- 
ular, wanted tools—screwdrivers, pliers, files, ham- 
mers, chisels . . . etc., each in a strong "see-thru" 
vinyl pouch . . . high-profit items at 88¢ retail! 
GET this fast-moving assortment . . . KEEP it 
brimful, and just watch ‘em go! 


ORDER or RE-ORDER TODAY! 


Check your stock and re-order 
today. Bare spots lose 


sales! Ask your jobber for 


ther famous Fuller 





self-service money-makers 


}| FULLER | TOOL CO., INC. 


3522 Webster Avenue, New York'67 





World’s Largest 
Producer of Unbreakable 


} andle Tool 
Amber Hone : “IT use sales psychology to beat 


competition . . . cut prices. 
For Details Circle 32 on INQUIRY CARD 
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Small Store Has 
Been Growing For 12 
Years by Featuring... 


Slow Movers 


SELDOM CARRIED MERCHANDISE shown above on the 
shelves of Gain Hardware Company makes the store one 
of the most complete in the Denver area and enables 
owner Walter J. Gain to fight competition successfully. 


Gain Hardware Company 
Denver, Colorado 


N these days of intense competition from every 

quarter, the closing up of the small hardware 
stores unwilling to “fight the losing battle” it is 
refreshing to note that in Denver, Colorado, there 
is one small neighborhood hardware store which 
has developed an effective bulwark against such 
problems. 

Gain Hardware Company, located on South 
Broadway in the Colorado capitol, has been selling 
in the same location for more than 12 years, post- 
ing a substantial increase during each year. Dur- 
ing this time at least 10 hardware stores have 
opened and closed in the South Denver residen- 
tial area. Still, Gain Hardware Company has 
never suffered a setback year. 

The secret, according to Walter J. Gain, owner, 
was in the slogan, which is reproduced in white 
letters against a red background down the entire 
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facade of the store. Here, the slogan read, “South 
Denver’s Most Complete Hardware Store.” 

“We have been able to keep things on the rise 
because we have been willing to diversify our 
inventory to the point that we never have to dis- 
appoint a customer,” Gain said. “I feel that in 
many instances a hardware dealer who gets into 
financial trouble has simply expanded his store 
too greatly, gone in for too expensive remodeling, 
buildings, etc., and perhaps, put his trust in the 
wrong lines of merchandise. Instead, we have 
attempted to carry an inventory so complete that 
there is little or no likelihood that we will ever 
have to send a customer somewhere else for a re- 
quested item. In doing so, we have developed the 
sort of good will which will bring the customers 
back time and time again.” 
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Possibly Gain’s doughty attitude stems from the 
fact that he comes from a long line of hardware 
men. His father operated a hardware store in 
Kansas City, Missouri, for more than 40 years, 
prior to Gains move to Denver. Two brothers cur- 
rently operate two separate hardware stores in 
Kansas City today, and Mrs. Gains likewise had 
a hardware background. 

“One thing I learned in the early years was 
that the customer who is disappointed twice or 
even once when the store he visits doesn’t have 
the merchandise he wants, is not coming back,” 
Gains said. “Consequently, we decided to carry 
an inventory so complete that it simply couldn’t 
happen to us. It meant that we had to stock lots 
of slow movers, all of which, however, were items 
which I felt logically belonged in the inventory. 
That’s the way we have been operating, and we 
have never had any reason to regret it.” 

Mr. and Mrs. Gain opened their first store 12 
years ago in a small 30 x 15 foot shop. Relying on 
his long experience, Gain installed the original 
inventory with quarter-dozens and even one- 
twelfth, well aware that this meant little or no 
depth to the inventory, and a lot of reordering. 
“Our funds were somewhat slimmer then,” he 
said, “to the point that we had to use a lot of 
dummy packages on the shelves. However, the 
inventory began attracting attention right away 
and, as we had hoped, within a year we were able 
to triple the inventory and then double it again.” 

In less than two years, Gain Hardware Com- 
pany was able to double in size as well, taking over 
an adjoining shop and remodeling into the present 
store. During the first year, the Gains operated 
the store from 7:30 A.M. to 9 P.M., and it was 
not until a year or two ago that they went into 
an organized 8 to 6 schedule. 

For an idea of the variety of the Gain inven- 
tory, which amounts to more than 5,600 items, 
Gain Hardware Company carries over 100 “hard- 
to-find” numbers. For example, a shelf at the 
rear of the store displays oil lamp chimneys, in 
some 16 sizes and types. The oil lamp chimneys 
are there because there are still people out in the 
country, owners of mountain cabins, etc., who 
have difficulty in locating a replacement when the 
originals are broken. Nearby is a complete de- 
partment of replacement parts for kerosene 
stoves, including wicks, mica-window doors, 
hinges, coil-spring handles, etc. These sell to just 
about the same type of customers listed above. 
On a ledge are sets of plungers, cone-shaped metal 
gadgets with wooden handles which create a dirt- 
loosening suction when pumped up and down in 
a tub of laundry. These sell to elderly customers 
who still enjoy doing their washing “the old fash- 
ioned way.” Gain Hardware Company is one of 
the few stores in Colorado which still sells coal 
scuttles and buckets. In the electrical department, 
there is a complete department of mogul sockets 
and accessories as well as the big mogul bulbs 
themselves and the electric lamp department. The 
plumbing department carries almost twice the 
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normal inventory, because it is replete with odd- 
size, unusual fittings and parts, which solve the 
problem of owners of old homes when making re- 
pairs or remodeling. In the tool department there 
are dozens of old fashioned, unusual tools, many 
of them for occupations which are now considered 
“lost art.” 

“We have kept the inventory from the cus- 
tomer’s standpoint, considering customers in 
terms of farmers, mechanics, suburban acreage 
owners, as well as the ordinary city homeowner,” 
Mrs. Gain said. “We knew that a lot of our items 
would be shelf-warmers and that we might even 
sell only one or two a year. The sheer pleasure 
of having it in stock when the customer asks for 
it, however, makes it worthwhile.” 

Because of the huge amount of stock always on 
hand, it isn’t surprising that Gain Hardware gives 
a crowded appearance. No attempt has been made 
to fill the store with modern, colorful fixtures. In- 
stead, every inch of the walls, almost to the ceil- 
ing, is made up of selving, while big, well-labeled 
bins occupy the center of the store, between the 
aisles, etc. It takes ladders to reach much of the 
inventory, on the upper shelves around the store. 

A really outstanding department is the paint 
section which occupies almost the entire left wall 
of the store. Whereas many smaller neighborhood 
stores are inclined to go into “economy paint 
lines” Gain Hardware Company sells only one 
line, one of the nation’s top-quality paints, con- 
centrates on homeowner customers, and believes 
that the satisfaction with this top-quality paint 
insures will bring the customer back to buy other 
merchandise. “You can’t sell satisfaction with 
anything but maximum quality,” the Denver 
hardware dealer said. 

The store offers a long list of services as well, 
and feels that they are every bit as essential as 
the inventory. Included are key-making, pipe 
threading, pipe cutting, electrical appliance re- 
pairs, tool repairs, glass cutting and glazing, lock 
repairs, general locksmithing, and “advice.” Ser- 
vicing a block of mechanics, shopmen, builders, 
and small industrial plants in the area, along with 
ordinary homeowner customers, Gains’ advice is 
always in demand. He is proud of the fact that 
the combination of the inventory and his ser- 
vices bring a lot of farmers, small acreage owners, 
etc., in from the country on Saturday, the biggest 
day of the week, all of whom are regular cus- 
tomers. 

It isn’t surprising that Gain Hardware Com- 
pany seldom holds any sort of “discount sale” as 
such. Instead, the continuous ability to provide 
the customer with hard-to-find merchandise, 
swift, reliable service, and the old fashioned 
“cracker barrel atmosphere” of the store lends 
itself to list-price sales. Except when an occa- 
sional clearance on paint, ammunition, garden 
tools, and the like, this neighborhood Denver 
hardware store “insists on a decent profit on every 
sale, and keeps the sort of good will which out- 
weighs bargain competition.” 
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Market Places of the West are Banking 
on Heavy Increase in Consumer Goods Sales 


USINESS is on the uptrend 
and industry spokesmen are 

far more optimistic than they 
have been for some years. This 
is particularly true in the mer- 
chandising fields. 

With this kind of an outlook, 
exhibitors at the various West- 
ern shows and markets are look- 
ing for greater buying than at 
previous events. In fact most of 
the shows and markets have in- 
creased with exhibitors to a 
great extent. 

Hardware retailers share in 
the enthusiasm about future 
business but are aware of the 
many facets of competition that 
may waylay some of them along 
the sales road in 1959. This is 
evidenced by the many clinics 
that are being held at the trade 
conventions. Most of them are 
regarding the need and methods 
of promoting their business. 

It becomes each individual re- 
tailer’s responsibility to take ad- 
vantage of the uptrend and 
many business leaders are bank- 
ing on such a promising change 
in business. Charles H. Kell- 
stadt, president, Sears Roebuck 
and Co., states “A larger popu- 
lation with increased purchas- 
ing power will spend more for 
goods in the first half of 1959 
than in any like period in his- 
tory.” He explains that “Resi- 
dential construction has been 
climbing sharply and will add to 
the demand for major household 
goods.” Concerning prices, he 
says they “may begin turning 
upward under the pressure of 
rising raw material costs and 
stepped-up increases in wage 
rates.” 

Steel industrialist Joseph L. 
Block, president, Inland Steel 
Company, sees a 30 per cent in- 
crease in the sale of automobiles 
in 1959 over 1958, which will 
play an important part in in- 
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creased steel production. 

Last year there was a decline 
in employment in the aircraft 
and missiles industry of more 
than 200,000 persons. Donald 
W. Douglas, president of Doug- 
las Aircraft Company, Inc., fore- 
sees only a slight improvement 
in such employment. He thinks, 
however, that the industry is 
going to go through a steady in- 
crease due to “a steady accel- 
eration of the nation’s missiles 
and space-age programs.” 

In regard to the appliance and 
electrical manufacturing field, 
Mark W. Cresap, Jr., president, 
Westinghouse Electric Corpor- 
ation, says “Sales of appliances 
and other consumer products, 
defense products and light in- 
dustrial equipment will provide 
strong support for the antici- 
pated increase in billings.” 


Harold K. Howe, executive 
secretary of the Lawn Mower 
Institute, states that power lawn 
mower sales for 1959 “are gen- 
erally expected to exceed the 
1958 season just passed when 
industry sales reached 3,452,000 
units.” 

A survey of business men by 
Dun’s Review and Modern In- 
dustry finds eight of 10 com- 
panies expect their total sales 
volume to increase by a median 
of 28 per cent by 1965... and 
up to 100 per cent by 1970. 
Nearly three quarters of 1548 
business men queried thought 
that business in 1959 would 
show a gain. 

Not only does business look 
good for this year but it seems 
to have a fairly rosy future. — 
M. A. 





48th California Gift Show 
Jan. 17-22 


LOS ANGELES—With a defi- 
nite upswing in business pre- 
dicted by merchandising men 
throughout the nation, it is ex- 
pected that the 48th California 
Gift Show will attract a greater 
number of buyers than in pre- 
ceding shows. 

The show will be held at the 
Biltmore and Ambassador Ho- 
tels, the Brack Shops and the 
Merchandise Mart. According to 
George C. Good, chairman of the 
show committee, nearly 600 do- 
mestic designers and manufac- 
turers will exhibit as well as 
many importers. Hours will be 
9 a.m. to 6 p.m. daily except 
Friday, when the market will 
close at 3 p.m. 

Highlight of the show will be 
the traditional Buyer’s Break- 
fast on Jan. 20 in the Biltmore 


Bowl. The featured speaker will 
be John Carr, vice president and 
general manager of Buffum’s, 
Long Beach department store. 
The emcee will be Sam Balter, 
noted sports and general news 
commentator and writer. 

A New Year’s Party motif 
along with the typical New 
Year’s decor has been selected 
for this year’s breakfast. Stroll- 
ing musicians, led by Max Fid- 
ler of Moulin Rouge fame, will 
serenade the guests. Catalina- 
clad models will distribute per- 
fume to the women present and 
will also be featured in a brief 
swimsuit fashion show. Door 
prizes of 500 one-dollar bills will 
be awarded. 

Serving with Edmund Alt- 
schul on the breakfast sub-com- 
mittee are Bertha Appleman, 
Nat Gavander, Inc.; Leo Berner 
of Leo Berner; David H. Caro, 
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BEATING THE DRUM for the San Francisco Gift Show is James Sebree, 
president of the 2nd Floor Club of the Western Merchandise Mart. Holding 
it is Henry Adams, general manager of the Mart. They are on the newly 
redecorated 2nd floor where exhibit spaces have full glass fronts framed in 


gleaming aluminum. 


Geo. Borgfeldt Corp.; Russell 
H. Chastain, the Broadway ; Joel 
I. Green, Irving W. Rice & Co.; 
Al Levin, Treasure Craft; Fred 
S. Meyer, Geary’s; Ruth Pono- 
roff, Atkin buying office; and 
James B. Wilkins, May Co. 


North Coast Retail Hardware 
Ass'n Convention & Show... 
Jan. 25-27 


PORTLAND — The North 
Coast Retail Hardware Associa- 
tion’s Convention and Show will 
open on Sunday, Jan. 25, at the 
Masonic Temple here. The show 
opens at 10 a.m. and runs until 
8 p.m. 

The first convention activity 
will be a “Gay Nineties” party 
held in conjunction with a 
smorgasbord dinner on Sunday 
next to the exhibit hall. Meet- 
ings will be held in the Temple 
on Monday and Tuesday pre- 
ceded by. breakfasts and ending 
with luncheons. The annual 
banquet will be held on Tuesday 
evening in the Sunken Ball Room 
of the Masonic Temple. 

John Paul Jones of John Paul 
Jones & Associates of San Fran- 
cisco will be one of the featured 
speakers giving the retailers 
many good tips on management. 
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Jack Hollander of Streeter, Inc., 
of Calif., will speak on merchan- 
dising and store modernization. 
Grace M. Lambert, president of 
the association, will discuss the 
hardware industry in the State 
of Washington. 

A dealers’ clinic will be one 
of the highlights of the meet, 
according to Martin Danko, sec- 
retary of the association. It is 
called, “Promotion, Tried and 
True” and will be chairmanned 
by Neil Cochran Snohomish 
Hardware, Snohomish, Wash. 


San Francisco, Portland and 
Seattle Gift Shows ... Feb. 1-18 

SAN FRANCISCO—With the 
trend toward an upswing in bus- 
iness, the Western Merchandise 
Exhibitors Association report 
an expected increase in both the 
number of exhibitors and in at- 
tendance at their three West 
Coast Shows. 


The 38th Western China, 
Glass, Gift, Jewelry, Toy, Sta- 
tionery and Housewares show 
will open on February 1 at the 
new Brooks Hall at Civic Cen- 
ter in San Francisco along with 
the Sheraton - Palace and St. 
Francis Hotels and the Merchan- 
dise Mart. Some 400 exhibitors 
representing hundreds of cate- 
gories of merchandise are ex- 
pected to occupy every booth in 
the 100,000 square-foot Brooks 
hall, in addition to the other lo- 
cations. In the adjacent Civic 
Auditorium the organization 
will hold the Furniture, Lamp 
and Accessories Show. The show 
will close on Feb. 6. 

The Gift Show will open in 
Portland on Feb. 8 and will close 
on Feb. 11. With a greater num- 
ber of exhibitors, it will be held 
in the Public Auditorium, Plaza 
and Benson Hotels. 

In Seattle the Gift Show will 
run from Feb. 15-18 and will be 
held in the Civic Auditorium, 
Olympic and New Washington 
Hotels and Terminal Sales Build- 


WOMEN ENJOY CONVENTIONS as attested by this large gathering at a 
ladies’ luncheon during the California Retail Hardware Association Conven- 
tion. A similar event is scheduled during this year’s convention and show. 
Many ladies also attend regular meetings with their husbands and tour the 


show helping to select merchandise. 
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Western Merchandise Mart 
Markets ... Feb. 1-6 


SAN FRANCISCO — Buyers 
attending both the Western 
Winter Home Goods Market, 
Feb. 2-6, and the San Francisco 
Gift & Housewares Show, Feb. 
1-4 at the Western Merchandise 
Mart will see a redecorated Mart. 

The greatest changes have 
been made on the 2nd floor 
which was the scene of a dis- 
astrous fire at the end of the 
1958 Summer Gift Show. The 
floor is now devoted exclusively 
to gifts, china, glass, silver, sta- 
tionery, decorative accessories 
and housewares. It presents a 
spectacular sight of gleaming 
glass and steel and beautifully 
installed displays. A _ buyers’ 
lounge, handsomely furnished, 
is conveniently located on this 
floor. 

Mart facilities have been im- 
proved, too. The Green Room 
and Phoenix Room (formerly 
the Auditorium) have been re- 
decorated. The restaurant on 
the first floor has been enlarged 
by the addition of the “Trade 
Mark Room”’ adjoining the Buy- 
Ped Club cocktail lounge. The 
new room features trade marks 
of all the firms located in the 
Mart. 

Variety of merchandise is the 
keynote of Mart showrooms 
where more than 1500 quality 
lines of home wares, giftware, 
novelties and toys are displayed 
on the 2nd, 4th, 5th and 9th 
floors. 

Advance demand for hotel 
reservations is an indication 
that the attendance at this win- 
ter market will be heavy. 
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SCHEDULE OF CONVENTIONS AND SHOWS 


. 17-22 


. 18-22 


Feb. 1-6 


Feb. 1-13 


Feb. 2-6 


Feb. 2-6 


Feb. 4-6 


Feb. 8-10 


Feb. 22-24 


CALIFORNIA GIFT SHOW, 48th, Ambassador and Bilt- 
more Hotels, Brack Shops, Merchandise Mart. (Trade 
Shows Ltd., 3510 Council St., Los Angeles, Calif.) 
NATIONAL ASSOCIATION OF HOME BUILDERS 
15th ANNUAL CONVENTION AND EXPOSITION, 
Conrad Hilton & Sherman Hotels and Coliseum, Chicago, 
Ill. (National Association of Home Builders, 140 So. 
Dearborn St., Chicago, Ill., D. B. Grady, Chairman) 
INTERMOUNTAIN ASSOCIATION OF HARDWARE 
& IMPLEMENT DEALERS CONVENTION, Elko, Nev. 
(Intermountain Association of Hardware & Implement 
Dealers, 308 Continental Bank Bldg., Boise, Idaho, Leon 
Weeks) 
NORTH COAST RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND HARDWARE INDUSTRY 
SHOW, Masonic Temple, Portland, Ore. (North Coast Re- 
tail Hardware Association, Rt. 12, Box 109, Fife Square, 
Tacoma, Wash., Martin W. Danko) 
PACIFIC NORTHWEST HARDWARE & IMPLEMENT 
ASSOCIATION’S 55th ANNUAL CONVENTION, Dav- 
enport Hotel, Spokane, Wash. (Pacific Northwest Hard- 
ware & Implement Association, 303 Empire State Bldg., 
Spokane, Wash., J. Malcolm Smith) 
CALIFORNIA LAMP, PICTURE AND ACCESSORIES 
SHOW, Biltmore Hotel, Los Angeles. (Trade Shows Ltd., 
672 So. Lafayette Park Place, Los Angeles, George L. 
Pascoe) 
MOUNTAIN STATES HARDWARE & IMPLEMENT 
ASSOCIATION CONVENTION, Cosmopolitan Hotel, 
Denver, Colo. (Mountain States Hardware & Implement 
Association, 1233 Spruce St., Boulder, Colo., F. W. Reich) 
EASTERN SCHOOL OF RETAIL MANAGEMENT AND 
TRADE SHOW, Hotel Statler, New York City (Garden 
Supply Merchandiser, 8633 Loch Raven Blvd., Towson, 
Maryland) 
GIFT, CHINA, GLASS, STATIONERY & HOUSEWARES 
SHOW, Brooks Hall and Western Merchandise Mart, San 
Francisco, Calif. (Kay Leber, Western Merchandise Ex- 
hibitors Assn.) 
FURNITURE, LAMP & ACCESSORIES SHOW, Civic 
Auditorium, San Francisco. (Kay Leber, WMEA, 1355 
Market St., San Francisco, Calif.) 
CHINA, GLASS & GIFT MARKET, Merchandise Mart, 
Chicago, Ill. (Thomas V. King, The Merchandise Mart, 
Chicago 54, II.) 
WESTERN WINTER MARKET, Merchandise Mart, San 
Francisco, Calif. (Henry Adams, 1355 Market St., San 
Francisco, Calif.) 
INTERNATIONAL HARDWARE TRADES FAIR, Lon- 
don, England. (Universal Exhibitions Ltd., 74 Holland 
Park, London, Eileen Harborne, Managing Director. 
HOME IMPROVEMENT PRODUCTS SHOW, Coliseum, 
New York, N. Y. (Home Improvement Products Show, Rob- 
ert Pomerance, show director, Coliseum, New York, N.Y.) 
CALIFORNIA RETAIL HARDWARE ASSOCIATION 
CONVENTION & SHOW, Brooks Hall, Civic Center, San 
Francisco, Calif. (Krueger B. Jacobson, 122 9th St., San 
Francisco, Calif.) 
PORTLAND GIFT SHOW, Public Auditorium & Plaza & 
Benson Hotels, Portland, Ore. (Kay Leber, WMEA, 1355 
Market St., San Francisco, Calif.) 
SEATTLE GIFT SHOW, Civic Auditorium, Olympic and 
New Washington Hotels and Terminal Sales Building, 
Seattle, Wash. (Kay Leber, WMEA, 1355 Market St., San 
Francisco, Calif.) 
PACIFIC SOUTHWEST HARDWARE ASSOCIATION 
CONVENTION & SHOW, Great Western Exhibit Center, 
Los Angeles, Calif. (Otto H. Grigg, 1519 So. Garfield, Los 
Angeles, Calif.) 

(Continued on Page 36) 














Feb. 21-25 


March 8-10 


March 8-11 


March 9-14 


April 1-12 


April 12-16 


April 12-16 


ALLIED GIFT & JEWELRY SHOW, Hotel Adolphus, 
Dallas, Texas. (Allied Exhibitors, Inc., 3832 Wilshire Blvd., 
Los Angeles, Calif.) 

PACIFIC SOUTHWEST HARDWARE AND HOUSE- 
WARES SHOW, State Fairgrounds, Phoenix, Ariz. (Pa- 
cific Southwest Hardware Association, Otto Grigg, 1519 
So. Garfield, Los Angeles, Calif.) 

DENVER GIFT & JEWELRY SHOW, Hotel Albany, Den- 
ver, Colo. (Allied Exhibitors, Inc., 3832 Wilshire Blvd., 
Los Angeles, Calif.) 

AMERICAN TOY FAIR, 56th, New Yorker and Shera- 
ton-McAlpin Hotels, New York, N. Y. (Toy Manufactur- 
ers of the U. S. A., Inc., 200 Fifth Ave., New York, N. Y., 
Ben Robinson) 

CALIFORNIA INTERNATIONAL TRADE FAIR & EX- 
POSITION, Great Western Exhibit Center, Los Angeles, 
Calif. (Fred Imhof, Box 77610, Station D, Los Angeles 
7, Calif.) 

SOUTHERN HARDWARE CONVENTION OF THE 
AMERICAN MANUFACTURERS ASSOCIATION, Bilt- 
more Hotel, Palm Beach, Fla. (L. Faubel, 342, Madison 
Ave., New York, N. Y.) 

SOUTHERN WHOLESALE HARDWARE CONVEN- 
TION, Biltmore Hotel, Palm Beach, Fla. (Southern Whole- 
sale Hardware Assn. T. W. McAllister, Secretary-SWHA, 
814 Metcalf Bldg., Orlando, Fla.) 


For additional information about the conventions and shows listed above 
and others not listed in this issue, write to HARDWARE WORLD Service 


Bureau. 











California Retail Hardware 
Ass'n Convention & 
Show Feb. 8-10 

SAN FRANCISCO More 
than 4000 delegates will partici- 
pate in the California Retail 
Hardware Association’s 58th 
Annual Convention and Hard- 
ware and Housewares Show, 
Feb. 8-9-10 at Brooks Hall, Civic 
Center, this city’s newest ex- 
hibit facilities. The show gets 
underway Sunday, Feb. 8, from 
noon until 7 p.m. 

Hardware dealers, manufac- 
turers and wholesalers from Cal- 
ifornia, Oregon, Nevada, Wash- 
ington, Utah, Colorado and Ha- 
waii will officially be welcomed 
by A. F. Kunkee, president of 
the association, to the opening 
business session, the 5th An- 
nual CRHA Western Breakfast 
on Monday, Feb. 9, at 9 a.m., at 
the Whitcomb Hotel, convention 
headquarters. 

Featured speaker of Monday’s 
meeting will be Dr. James Fi- 
field, Minister of the First Con- 
gregational Church of Los An- 
geles, the largest Congregational 
Church in the world. 

Russell Mueller, managing di- 
rector of the National Retail 
Hardware Association, will 
round out Monday’s program 
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with an authoritative discussion 
on “Turnover and Margin.” 

A management-workshop ses- 
sion is scheduled for Tuesday at 
10 a.m. at the Whitcomb Hotel 
with a dealer discussion on such 
topics as budget selling, incen- 
tive plans, advertising, and how 
to increase profits and turnover 
highlighting the session. The 
president’s luncheon will follow 
at 12:30 p.m. 

Leading luncheon speakers 
will be Gene Flack, sales coun- 
sel and director of advertising 
of Sunshine Biscuits, Inc., New 


CLINICS AND TRADE SPEAKERS hold attention of retail hardware dealers 
at the various Western hardware conventions as evidenced by this group 


attending last year’s convention of the California Retail Hardware Association 
in San Francisco. 


York City. Adm. Jack Monroe, 
USN, will speak on the timely 
subject of rockets and missiles. 
He is commanding officer, Naval 
Air Missiles Test Center, Point 
Mugu, Calif. He will give an 
authoritative report of the na- 
tion’s progress in the competi- 
tion for missiles and satellite su- 
premacy. 

Election of the Association’s 
new president and board of di- 
rectors concludes the convention 
business sessions. 

Delegates’ wives will be enter- 
tained at a luncheon and fashion 
show Monday noon at the Fair- 
mont Hotel. Exhibits at Brooks 
Hall will be open from noon to 
6 p.m. Monday, followed that 
evening by a cocktail party, ban- 
quet, dancing, and a floor show 
in the Fairmont Hotel’s Vene- 
tian and Gold Rooms. Exhibits 
in Brooks Hall on Tuesday will 
be open from 3 p.m. to 11 p.m. 
to enable local hardware store 
employees to view the displays. 

This will mark the first time 
the show has been held in this 
city’s new exhibit hall and is a 
direct result of increased inter- 
est by manufacturers for more 
space. The event is under the 
direction of Krueger Jacobsen, 
secretary-manager of the asso- 
ciation. 


Pacific Southwest Hardware 
Ass'n Show .. . Feb. 22-24 

LOS ANGELES — Plans for 
the biggest hard lines show ever 
held in Los Angeles are under- 
way by the Pacific Southwest 
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Hardware Association, according 
to Otto Grigg, managing direc- 
tor. To date more than 70 per 
cent of booth space is under 
contract with a sellout expected 
by showtime. 

Site of the show has been 
shifted from Long Beach to the 
Western Exhibit Center in met- 
ropolitan Los Angeles. The Stat- 
ler-Hilton Hotel has been estab- 
lished as show headquarters 
with shuttle transportation 
available all day between the 
hotel and the Center. 

Participation in previous years 
was limited to one basic field. 
This year’s show is an open 
trade event open to all phases 
of the industry whatever it 
might be, in alliance with that 
merchandise shown. 

Special production activities 
to make the show better will be 
the use of greeting hostesses 
who will conduct attendance to 
specific booths and show area 
with introduction of buyer and 
exhibitor, and use of electric 
golf carts to convey buyers to 
specific areas. 

Unlike the past, the conven- 
tion sessions have been sepa- 
rated from the show and will be 
held in October or November, 
1959, as an education and in- 
formation venture. 

Strong support to the show 
has been extended by all major 
lines and the various allied in- 
dustries of the area. A few of 
the organizations lending their 
aid to the development of the 
show include the Housewares 
Club of Southern California, Los 
Angeles Pot & Kettle Club, 
Builders Hardware Club of 
Southern California, West Coast 
Paint and Wallpaper Association 
and others. 

According to Grigg, estimated 
registration for the three-day 
event has been set at 10,000. 


Denver Gift Jewelry 
Show ... March 8-11 


DENVER—The 29th Denver 
Gift & Jewelry Show will open 
here during the week of March 
8 through 11. Every exhibit 
space has been filled to capacity 
at this time and it is predicted 
that the Spring Show will be one 
of the best yet held here. 

The exhibitors at this show 
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CONVENTION AND SHOW 
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DEMONSTRATIONS AND MANUFACTURERS’ DISPLAY PIECES attract 
attention of dealers and their employees. Much information that can lead to 
increased sales is learned from such an exhibit as this one from last year’s 
show sponsored by the California Retail Hardware Association. Manufacturers’ 
representatives and sometimes factories’ sales managers are able to give 
more complete information about products than can be learned from catalog 


pages. 


will be able to secure the regu- 
lar Spring business in addition 
to the heavy resort business that 
is placed at that time through- 
out the Mountain States. There 
will be some 150 exhibitors 
showing many hundreds of lines 
of the newest creations in the 
gift and jewelry fields. 

A dinner dance will be held 
on Tuesday night for buyers 
and exhibitors. 

Show hours will be from 9 a.m. 
until 6 p.m. each day except 
Wednesday when the show 
closes at 3 p.m. 


PSHA Arizona Show... 
March 8-10 


PHOENIX, Ariz.—Additional 
facilities have boosted available 
space by an estimated 100 spaces 
for the Pacific Southwest Hard- 
ware Association Hardware & 
Housewares Show to be held 
here March 8-9-10. The show 
will include all major hardware 
and housewares lines which will 
be the high point of sales prep- 
aration for the heavy spring 
business. 

Site of the show is the State 
Fair Grounds. Special facilities 
will include a snack bar and cafe, 


buyers conference area and dis- 
play of point of sales aids and 
merchandising aids available 
from the lines being shown at 
the show. Also a TV lounge and 
relax area will be present for 
attendants who wish to take off 
a few minutes from working the 
show and put their notes to- 
gether. The buyers conference 


area will be the headquartrrs for 


wholesale salesmen and staff for 
meeting customers they are 
bringing in to work the show. 

A pre-show party is planned 
by the Phoenix Pot & Kettle 
Club with a buyers’ breakfast 
on March 9. 





Wivren Wyle 
WELCOME 
HARDWARE 
RETALER 


“pohy 
Our next speaker’s going to tell us 
how he puts in those 18 hour days. 
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JOIN THE PROMOTERS OF 
“SPRINGTIME IS GIFTTIME™ 


OR the second year HARD- 

WARE WORLD is sponsoring 
the “Springtime is Gifttime” 
promotion for the entire West- 
ern Hardware field. It is de- 
signed to help retailers capital- 
ize on the tremendous possibili- 
ties of sales for all the gift- 
giving events from Mother’s 
Day to Father’s Day, inclusive. 








Between now and the start 
of the promotion (about May 
1) manufacturers and whole- 
salers will be working together 
to offer you special merchandise 
and special merchandising aids 
to help make this promotion a 
profitable one for you. This pro- 
motion is not based on price 
cutting but instead opens the 


way to upgrade your sales. 

Here is what the promotion is 
and how it will work: 

1. “Springtime is Gifttime” 
Promotion includes Mother’s 
Day, Bride’s Showers, Bride- 
groom’s Showers, Wedding An- 
niversaries, Weddings, Gradu- 
ations, and Father’s Day. Each 
event gives you the opportunity 


“SPRINGTIME IS GIFTTIME” 
MERCHANDISING KIT 


The kit includes four newspaper mats as illustrated 
here. There are two mats for two-column ads and 
two for three-column ads. Each can be used in larger 
ads if desired but no smaller than indicated. 

It also includes 10 hanging posters printed in 


green on both sides on 
yellow paper. More 
posters can be ordered. 
See order coupon on fac- 
ing page. These posters 
can be used in windows, 
on wires across the store, 
on posts, on cornices 
over wall sections, and 
on walls. 

Order these kits today 
for only $3.00. If you 
need additional posters 
order them at 10 cents 
each. 
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of selling different types of mer- 
chandise. The promotion period 
is about seven weeks long. 

2. —HARDWARE WORLD is 
sponsoring this event and is of- 
fering a basic promotion kit 
which includes advertising mats 
and hanging posters. See illus- 
trations. 

3. Wholesalers in the West 
will tie in with this promotion 
and will offer assistance to re- 
tailers in selection of proper 
merchandise and will offer spe- 
cial promotion ideas of their 
own. 

4. Manufacturers who tie in 
with this promotion will offer 
posters of their own design 
and incorporating HARDWARE 
WORLD’s “Springtime is Gift- 
time” trade mark. They will 
also offer mats that can be used 
along with the HARDWARE 
WORLD mats. Some firms may 
offer a special “Springtime is 
Gifttime” item. 

5. Complete plans for pro- 
moting the various events will 
be presented in the April issue. 
These plans will include window 
suggestions, instore displays, di- 








TIE-IN POSTER 


THIS POSTER can be used along 
with the “Springtime is Gifttime” 
material in promoting Father’s Day. 
It comes in four colors and ranges in 
size from 38” x 50” down to the 
2-inch sticker for letters, invoices, etc. 
The official opening date of Father’s 
Day is May 28th, which gives three 
weeks for building up sales. For fur- 
ther information write to Father’s 
Day Council, Inc., 50 East 42nd St., 
New York, N. Y. 
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rect mail ads, radio ads com- 
mercials and newspaper layouts. 

6. Look in each issue of 
HARDWARE WORLD for an- 
nouncement of participating 
manufacturers and wholesalers. 
Also watch the ads for an- 
nouncement by manufacturers 
of their tie-in program. 

7. The promotion is available 
to any and all retail hardware 
dealers. Actually it makes no 
difference how many hardware 
stores in your community use 
this promotion as it will only 
emphasize that the independent 
hardware stores in your locality 
are headquarters for gifts as 
opposed to other retail outlets. 
This should be a lucrative pro- 
motion for you and other inde- 
pendent hardware retailers. 


Type of Merchandise to Promote 


This entire promotion will 
move merchandise from almost 
every department in your store. 
For mother Mother’s Day you 
can offer electric housewares, 
dinnerware, glass ware, flat- 
ware, silverware, radios, major 
appliances, decorative ware, 
lamps, cook ware, kitchen ac- 
cessories and supplies, cutlery, 
and all types of housewares. 

When promoting gifts for 
Bride’s Showers you can sug- 
gest items for such showers as 
Kitchen Showers, Bathroom 


Showers, Closet Showers, 
Household Utilities Showers 
(cleaning equipment and sup- 
plies). 

Bridegroom’s Showers are, of 
course, something new. You can 
get a lot of publicity from your 
local newspaper by starting 
such an idea in your locality. In 
fact, your local newspaper will 
probably be glad to help you 
start such a tradition. Find sev- 
eral young men who are plan- 
ning to get married and try to 
locate a few of their friends and 
get the idea started. The type 
of showers that can be held are 
Garden Showers, Tool Showers, 
Gadget Showers, etc. Maybe you 
can come up with some ideas of 
your own. In the April issue we 
will have complete details on 
how you can start this idea and 
promote it. 

Gifts for Weddings and Wed- 
ding Anniversaries run about 
the same as the high ticket 
items suggested for Mother’s 
Day. 

Graduation gifts are for men 
or women and include in addi- 
tion to some of those mentioned 
above such items as luggage, 
tools, electric clocks, etc. 

This promotion won’t cost 
you very much but may help 
you push your May and June 
sales volume way up. 


SEND FOR MERCHANDISE KIT, TODAY! 


HARDWARE WORLD 
1355 Market Street 
San Francisco 3, Calif. 


Promotion Editor: 


tities) 


Postage prepaid. 


We are anxious to participate in the "Springtime is Gifttime" 
promotion. Please send the following: (Check and fill in quan- 
Merchandising Kit @ $3.00 each (Includes 4 
newspaper mats and 10 hanging posters, printed both sides) 
Additional posters at 15 cents 
each. (14" X 16" printed green on yellow paper). 


Check enclosed for $ 


Please send the kits to us when ready and bill us. 





2 FIRMS ARE ADVERTISERS IN 


SPECIAL AWARD AND HONORARY MEMBER- 
SHIP in Hardware World's Western Hard- 
ware 50-Year Club was presented to Cyclone 
Fence Department, American Steel & Wire 
Division, United States Steel Corporation for 
advertising in Hardware World for 52 con- 
secutive years. 


THE ADVERTISING AWARD, which includes the 
Cyclone’s first advertisement in HARDWARE WORLD’S 
50-Year Club Membership (was presented by Robert E. 
McKenna), left, to John D. Stodder, production manager 
and an old-timer in the company, while Frank E. Kinberg, 
general sales manager, looks on. The plaque was given at 
a luncheon attended by the above and also John L. Mar- 
shall and Richard Kimmel, assistants to Kinberg. 


HE officials of Cyclone Fence 

Department, American Steel 
& Wire Division, United States 
Steel Corporation accepted an 
award for continual advertising 
in HARDWARE WORLD since its in- 
ception 52 years ago. The pres- 
entation was made by the pub- 
lisher, Robert E. McKenna at 
a luncheon during the joint con- 
vention of the hardware manu- 
facturers and wholesalers in 
Atlantic City recently. 

A copy of the first advertise- 
ment of the company along with 
their honorary membership in 
the Western Hardware 50-Year 
Club were included in the 





} 
} 
; 
' 
} 


ee 
fe eer 
boheme Oy a wae e+ 


| 


L Extra Fabric, showing double top which gives double strength 
We manufacture a complete line of 


Soh ORNAMENTAL FENCE AND GATES @=s 
with or without coal pests ond sail, suitable for Lawns, Parks 
and Factories, making a specialty of 
CEMETERY FENCE AND ARCHES 
Owe FARM GATES, built for service and at « price which will get you the busines. 


Cyolone Fence Co., ~~» Waukegan, til. 


Largest manufacturers in the world of ornamental fence and gates 











THE FIRST ADVERTISEMENT of the Cyclone Fence 
Co. which is now called Cyclone Fence Department, Ameri- 
can Steel & Wire Division, United States Steel Corpora- 
tion, appeared in HARDWARE WORLD in January, 1907. 
It shows the famous Cyclone fence which Western Hard- 
ware dealers have sold to thousands of Westerners and 
which can be seen around homes and farms throughout 
the West. 
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Plaque. 
The company’s products that 


SPECIAL AWARDS LUNCHEON was held with mem- 
bers of three companies present. The publisher of HARD- 


WARE WORLD at head of table was joined by two other 
publishers of the Chilton Company, two editors and three 
HARDWARE WORLD sales representatives as hosts to 
officials of Millers Falls and Cyclone Fence. 


are sold in the West are manu- 
factured in their plant in Oak- 
land. A. L. McCutcheon is the 
Western area sales manager 
with headquarters in Oakland. 

The firm has shown faith in 
the continual importance of this 


Western market by going into 
its 53d consecutive year of ad- 
vertising with the World. The 


publisher lauded them on their 
continual advertising support to 
their Western sales program. 


40 HARDWARE WORLD 





HARDWARE WORLD FOR 50 YEARS 


PLAQUE IN RECOGNITION of 51 years of 
Consecutive advertising in Hardware World 
was presented to Officials of Millers Falls 
Company of Greenfield, Mass., makers of 
large line of hand and power fools. They also 
became honorary member of Western Hard- 


ware 50-Year Club. 





themerives to the shape of the shank 


THE HOLDALL I BRACE 




















MILLERS FALLS COMPANY ” mae 





THE FIRST ADVERTISEMENT of the Millers Falls 
Company appeared in the September, 1908, issue of 
HARDWARE WORLD. The Holdall Brace featured in 
this half-page ad is still a big seller with the firm, par- 
ticularly with Western wholesalers and retailers who have 
sold thousands of these to Western carpenters and do-it- 


THE 50-YEAR AWARD for the Millers Falls Company 
was accepted by A. E. Ackerman, vice-president, sales 
(left). Others with him at the time of presentation are: 
(left to right) V. G. Giffen, hardware sales manager, E. V 
Allen, assistant vice-president-sales, R. E. McKenna, 
Hardware World publisher who made the award, and J. A. 


yourselfers. Company now co-features power tools. 


OUR officials of Millers Falls 

Company of Greenfield, Mass., 
were surprised during the joint 
convention of hardware manu- 
facturers and wholesalers at 
Atlantic City recently when 
they were presented with a 
plaque in recognition of the 
firm’s 51 consecutive years of 
advertising with HARDWARE 
WORLD. 

The award was presented by 
Robert E. McKenna publisher 
of HARDWARE WORLD at a spe- 
cial luncheon attended by the 
editor, sales representatives and 
other Chilton officials. The 
plaque included a copy of the 
first ad placed in the September 
1908 issue of the WORLD and 
their honorary membership 
card for the Western Hardware 
50-Year Club. 

The firm has shown their 
faith in the important Western 
market by opening a new, large 
warehouse and sales offices in 
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Proven, executive vice-president. 


SUCCESS IN THE WESTERN MARKET due to consistent sales development 
for more than 50 years is attested by this large new Millers Falls warehouse 
opened recently in Los Angeles. The new office-warehouse combines modern 
facilities with a large storage area to offer fast delivery and a broad stock 
selection. The Los Angeles office services accounts throughout Arizona, Cali- 
fornia, Idaho, Nevada, Oregon, Washington and the Western half of Montana. 
The warehouse is located at 5224 East Washington Blvd., Los Angeles 22. 
Stanley G. Britt is district sales manager for Millers Falls Company, Pacific 
Coast area. The company makes at its plants at Greenfield and Millers Falls, 
Mass., a complete line of hand tools, portable electric tools, precision and 
machinist’s tools and hacksaw blades. 


Los Angeles at 5224 East Wash- They also showed faith in this 


Britt, 
manager, will 
headquarters here. 


ington Blvd. Stanley G. 
district sales 
make his 


market by continuing their ad- 
vertising in HARDWARE WORLD 
for the 52nd year. 
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February... 


MERCHANDISING EVENTS 





JAN. 31 - FEB. 6 FEB. 7-13 





FEB. 14-20 FEB. 21 - 27 








BUY VALENTINE GIFTS FOR BOTH 


Feature gift items for men and women... elec- 
tric housewares, Cookware, decorative wore, 


power tools, hand tool sets, garden tools, etc. 





HOUSEHOLD HELPERS FOR MOTHER 


Feature brushes, brooms, vacuum cleaners, car- 
pet sweepers, waxers and polishers, mops, con- 
tainers and all types of galvanized ware, and 
special cleaners. 





WINTER SPARE 
TIME PROJECT 


... Replace Hardware (Cont.) 








TOOLS FOR THE SPECIALIST 
Feature automotive mechanic's, plumber's, TIME 
electrician's tools, as well as those of other 
specialty workers. 


FIXTURE IMPROVEMENT 


Feature fixtures for bath- 
room, closets and kitchens. 











Buy Valentine 
Gifts for Both 


Schedule: Jan. 31-Feb. 13 


OBJECTIVE—The title of this promotion ex- 
plains quite adequately the type of event this is. 
It should be used to stimulate sales of items for 
men and women that can be given as gifts for 
Valentine. For women such items as _ electric 
housewares, cookware, decorative ware, lamps, 
can be promoted. For men exploit such items as 
power tools, hand tool sets, garden tools, electric 
shavers, beverage sets, etc. 


WINDOW—Paint on the window two hearts as 
shown in the calendar. To make a more elaborate 
eyecatcher you can actually have two paper hearts 
with an arrow piercing them placed at the back 
of the window. Place the merchandise in two 
sections, one for his and for one hers. You can 
put smaller paper hearts around all the merchan- 
dise. For example, on power tools you can have 
a heart with the word “His” and then under it 
letter the price. As a background to the window, 
particularly if it is an open window, you can use 
red and white ribbon from the ceiling to the floor 
about every six inches to get a colorful back- 
ground. 


IN-STORE DISPLAY—Use His and Her hearts 
as price tags on merchandise that is pinpointed 
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for Valentine gifts, and also use hearts above 
cornices and on gondolas. 


DIRECT MAIL AD—Send out postcard or a 
letter with two hearts printed on it in red with 
the words “His” and “Hers” on it. Suggest vari- 
ous types of items for Valentine gifts. 


NEWSPAPER AD—Have a cut made of the 
two hearts as shown in the calendar and use this 
at the top of the ad. Then have one heart with 
the word hers on it in the section showing mer- 
chandise for women. Use another heart with the 
word his on it for the section showing merchan- 
dise for men. 


SPECIAL STUNTS — Preceding Valentine’s 
Day have heart cookies on hand to give out to 
everyone who comes into your store. This should 
attract youngsters with their parents and will 
highlight the idea of buying a Valentine gift at 
your store. 


LOVE’S GREAT- 

EST GIFT-GIV- 

ING occasion is 

Valentine’s Day, 

according to the 

Official Valen- 

tine’s Day Coun- 

cil, Inc. To help 

merchants pro- 

mote the day, 

they have offered 

this poster along 

with streamers, 

counter cards, 

gift stickers, sales 

clerks’ badges and 

other full-colored 

sales aids. Order : FO a 
through Council « ik “ : 
at 124 East 40th | cemeepee we Loa 
St., New York 16, [am ~ a : oe as 
NY; i ad - 


ja 


NY < 


HARDWARE WORLD 





*Aaysnpul oy) ui Saul; PaeA Pue ajejdwod }sOW ay} 40) aouNOS 
T 49331q 9y)°** Auysnpui Sj: ui saped; ay) pue Auedwo> Buisaeuold e Ajjeuoijpes} Si YOJOHS-UOWIWeY yey}—UIeEZe aoUu0—jood 
St UeId YO1LD9- 1139S Pepuedxe siyy “Ajqey youd pue Ajisee a10W S1@WI0}SND ANOA jas PUe }De1}e NOA djay 0} Peusisap-aid pue 
PpejAys-asd S}onNpoid JOOpyNo pue Budd UO aWeU YX0yS-UOP!WeH SNOW; JOBWNSUOD 84} NOA sanid Ue} HOLD 1719S Meu INO 


ue Bowes *109 seKdwoo snk piemuc; eseeig () 
AN ‘OT HOA MON 30005 YIDE 99 TT | 
VONSI0dI0D YONG VOINWEH OUL 


4 . 





$1 
AIIWV4 ¥3100¥ HOLOWS 


For Details Circle 23 on INQUIRY CARD 


WVuNooOdd 


m— [oe Ker hay yh — 


HOILONMS-NOLIINVH PUL 
‘“""*HLIM SLIAONd OL SAVM-.ANG, FHL MOTTIO4 





@AISN]2x7 Y240yS-UOW/WDY JeysoUY - 
*sBog pub sjsey> e@ me 
*sBnr pajyojnsuy @ 


JANUARY 1959 


iNOOS ONIWOD 





FEBRUARY PROMOTIONS 





Tools for the 
Specialist 


Schedule: Feb. 7-20 


OBJECTIVE—tThis promotion is designed for 
the do-it-yourselfer as well as the professional 
user of tools. Many homeowners try to tackle cer- 
tain jobs that require specific tools. Such a promo- 
tion as this will emphasize the fact that your 
store is the place that persons can go when they 
are interested in tackling a certain job that they 
have never tried before. 


WINDOW—A sign can be made for the window 
with the X made out of the artist’s conception 
of tools shown in the calendar. You can also make 
an effective sign by using the words “Tools For 
The Specialist,” and then attaching one tool that 
is symbolic of a certain professional group of 
tools. For example, plumbers’ wrench, an electric 
wire cutter, automotive tool, masonry tool, etc. 
The tools can be displayed in groups with a sign 
indicating in what category they fall. They can 
be sold individually or as a set in which case the 
price should be shown. 


IN-STORE DISPLA Y—tThe tools can be shown 
on a gondola and divided according to categories. 
A sign can be placed at the top of the gondola 
attracting attention to the display. 


DIRECT MAIL AD—Send card to the man of 
the house telling him all about your special pro- 
motion and any special deals that you may have 
to offer. 


NEWSPAPER AD—Make up a special ad for 
this promotion and possibly request that it be 
placed in the Sports section or some other spot 
where a man might see it. Mention in your lead 
copy that your store not only has this merchan- 
dise to sell, but that you can be of help to any 
of the do-it-yourselfers who may have a special 
project at home. Tell them that you will be able 
to help them select the tools needed and also 
that you may have some tools that they can rent. 
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Household Helpers 
for Mother 


Schedule: Feb. 14-27 


OBJECTIVE—This promotion is designed to 
put together all types of merchandise that can be 
of aid to mother in her daily chores. Merchan- 
dise to be featured include all types of brushes, 
brooms, vacuum cleaners, carpet sweepers, 
waxers, and polishers, mops, all types of con- 
tainers, special cleaners, garbage disposals, in- 
terior garbage containers, waste baskets, etc. 


WINDOWS—A very attractive display can be 
made up from about five or six string type mops. 
Place these with mop end up and put a piece of 
paper with eyes and nose and mouth painted on 
as shown in the calendar. Place the strings to 
look like bobbed hair. These will make a very 
interesting row of puppet-like characters. A sign 
about two or three feet long by six or eight inches 
deep can be used to hold the mops in place about 
four or five inches apart. The sign should simply 
state, “Household Helpers for Mother.” You prob- 
ably can make characters out of hand mops and 
special dusters at various parts of the window. 
Place other merchandise that ties-in with this 
theme and use plenty of signs to attract attention 
particularly for those items that need a little bit 
more explanation or suggestion. To make the 
window a little more attractive some of the mops 
can be dyed in different colors so that they look 
like redheads, yellow heads, green heads, etc. 


DIRECT MAIL AD—‘“Mother Needs Help!” 
could be the lead on your postcard or letter. Fol- 
low with “She Needs Some of Our Household 
Helpers.” Mention that she can buy an assort- 
ment of all the items she needs, have them 
charged on your account and pay for it on a term 
basis if necessary. 


RADIO AD—“Help! Help! Mother Needs 
Help! She needs some of the many household 
helpers that are available at Hardware 
store.” Fill in with a list of the items that you 
are offering and also mention that they can be 
grouped together on a credit plan and bought 
now. 


NEWSPAPER AD—The same lead for the 
radio ad can be used in the newspaper ad. Show 
illustrations of each type of item you are pro- 
moting along with proper explanation and price. 
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REPEAT OF 
OLONMKONAIEU 4 Dus 
PROVEN 
“FACTORY RUN” 
I ONIOMU CONE 


Killarney 


Westfield 


Patrician 
Solid Color 


Boontonware’s “Factory Run” promotions were 
sell-outs in ’57 and ’58! Now 3 ways bigger for 
59, with the sensational new Patterns intro- 
duced in the fall, the elite of Boontonware’s Solid 
Colors, and the most-wanted Service Pieces! Sell 
dinnerware according to your customers’ pref- 
erences — either single 4-pe. place settings or 
16-pe. sets. The more they buy, the more they 
save, and the more you profit! And you make 
even more! It’s a proven fact that service piece 
sales go with place setting sales. Each such sale 
gives you 40% plus an extra bonus profit! A 
tried-and-proven promotion! 


BIGGER! 
SH TER! 


With Savings Up To 52% 


Pineland « 


slo alemtelelile 


9.95 


sold dome ad-hai-1 al 


12.95 


Boonton Patrician Solid Color 
Single 4-pc. place setting 
Four place settings 


Boontonware Patterns 
Single 4-pc. place setting 


Four place settings 
Reg. $25.00 


Boontonware Service Pieces — A big traffic 
builder, giving you the regular 40% plus an extra bonus profit! 


A proven promotion backed by a complete merchandising program! 
GUARANTEED AGAINST BREAKAGE 


Erooritonie we’ 
finest of all melamine dinnerware 


BOONTON MOLDING CO., BOONTON, N. J. 


For Details Circle 24 on INQUIRY CARD 
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K-V HANDY HOOKS floor stand dis- 
plays 24 packages for perforated 
hard board. Designed to stimulate 
impulse sales, unit is 2’ wide x 4’ 
high.—Knape & Vogt Manufacturing 
Co. 

For Details Circle 241 on INQUIRY CARD 


COLORFUL DISPLAY PACKAGES 
for Cyclone’s Red Tag door mats, Red 
Tag Fiberglas screening and Red 
Tag aluminum trellis feature red, 
white and blue coat.—Cyclone Fence, 
United States Steel Corporation 

For Details Circle 242 on INQUIRY CARD 


COMPACT WIRE-RACK display for 
pruners and grass shears can be hung 
on perforated hardboard or displayed 
on the counter.—The Stanley Works 
For Details Circle 243 on INQUIRY CARD 
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Merchandising Aids 


| (ewttle Guests ramenny 


“SEE-THROUGH” blister pack serves 
as merchandising display and take- 
home unit for Korky tank ball. In- 
stallation details are given on back. 
—Lavelle Rubber Co. 

For Details Circle 244 on INQUIRY CARD 





PEG-A-DAZEY BRACKET mounts 
on modern Peg-Board displays for 
showing kitchen aids including can 
openers, ice crushers, fruit juicers, 
etc.—The Dazey Corporation 

For Details Circle 245 on INQUIRY CARD 


FOUR-COLOR CARTON in gold, 
black, red and white adds merchan- 
dising appeal to the Thermos brand 
“Aristocrat” plastic-cased vacuum 
bottle—The American Thermos Prod- 
ucts Company 

For Details Circle 246 on INQUIRY CARD 





K-5 SELF-SERVICE display is de- 
signed to stimulate sale of Easy Hang 
fixtures for perforated board. Holds 
23 bubble-packed and card-mounted 
fixtures.—Turnbuckles, Inc. 

For Details Circle 247 on INQUIRY CARD 


DOUBLE-FACED ISLAND display is 
designed for stores where additional 
display and stock space is needed. 
Unit shown is 36 inches long.—Kirsch 
Company 

For Details Circle 248 on INQUIRY CARD 


PRE-PACKAGED toggle bolts con- 
sists of a crystal clear polyethylene 
bag attached to a bright blue, white 
and black card with holes punched in 
cards.—Diamond Expansion Bolt Co., 
Ine. 

For Details Circle 249 on INQUIRY CARD 
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STORE OPERATIONS 





K-V 351 FLOOR DISPLAY ASSEM- 
BLY includes component hardware 
for the construction of units in 4, 6 
or 8 foot lengths. Standards are 
slotted on two sides for adjustable 
shelf brackets in a variety of lengths. 
—Knape & Vogt Manufacturing Co. 
For Details Circle 250 on INQUIRY CARD 


LIGHTWEIGHT TOTE BASKETS 
are designed for small self-service 
stores. Bright red wire rack with 
white-lettered sign holds 12 nested 
baskets and occupies less than two 
square feet of space——Handy Folding 
Pail Co. 

©or Details Circle 251 on INQUIRY CARD 


““ADD-A-MARK” is a low cost add- 
ing machine that can quickly be con- 
verted into a price marking machine. 
Uses both pressure sensitive and gum 
labels with marking capacity of 
$99.99.—Victor Adding Machine Co. 
For Details Circle 252 on INQUIRY CARD 
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READ AMOUNT OF Fica tax 
AMOUNT wan 
Oe EOF ce ate 


PAYROLL TAX CALCULATOR fig- | 


ures payroll tax deductions accurate- 
ly, quickly and easily. Operates like 


a slide rule but reads direct like a | 


table. Size is 44%,” x 10”.—Morton 
Engineering Service 
For Details Circle 253 on INQUIRY CARD 


JET BLENDER paint mixing ma- 
chine produces the entire spectrum of 
popular colors with a minimum of 
inventory. Blender employs 10 color- 
ants, dispensed through precision me- 
tering valves. — Martin-Senour Com- 
pany 
For Details Circle 254 on INQUIRY CARD 


SCINTILLITE for retail store dis- 
play lighting produces eye-catching 
movement from every surface it 
touches, without need for mechanical 
turntables, flashers, fans, banners, 
etce.—Spincraft, Inc. 

For Details Circle 255 on INQUIRY CARD 





No. 212 
Trowel 








Chrome-Plated 
GARDEN TOOLS 


Here’s a new line of chrome- 
plated garden tools for the 
“economy-minded” quality buyer. 

Trump Estate tools are excep- 
tionally well balanced. They are 
made in the United States of 
heavy gauge steel, triple chrome 
plated (copper, nickel, chrome) 
for longer life and greater eye- 
appeal. Dark, hardwood handles 
are comfortable to hold and to 
use. Handles are firmly anchored 
to tool head; joint is sealed with 
a bright metal ferrule. 





No. 213 
Transplanter 


No. 235 
Cultivator 


New Trump Estate garden tools are 
“bargain” priced for volume sales at 
full profit. Order the complete line 
from your wholesaler. 
Also: Trump Deluxe 400 Series 
Trump 800 Series * Trump 700 Series 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. © Pascagoula, Miss. © Niagara Falls, Ontario 
For Details Circle 25 on INQUIRY CARD 
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TO RECEIVE ANY OF THIS PRINTED MATTER CIRCLE 
NUMBER ON INQUIRY CARD PAGE 50 


M-D CATALOG, issued by Mack- 
lanburg-Duncan Co., contains 68 
pages of information about all of 
the building specialties manufac- 
tured by the firm. These lines include 
weather strip, folding door hardware, 
sliding door hardware, closet rods 
and nylon hanger-glides, cabinet 
hardware, glazing and calking com- 
pounds, calking guns, asphalt cement, 
aluminum levels, anodized aluminum 
city and rural mail box holders, num- 
bers and letters, door grille, cast ini- 
tials, etc. The outside cover is domi- 
nated by a striking 3-D rendition of 
the M-D trademark in four colors 
against a rich black background. The 
inside pages are printed in three col- 
ors. The catalog also explains M-D’s 
direct to dealer services. 

For Details Circle 211 on INQUIRY CARD 


THE “BIG E” LINE FOR ’59 power 
and hand lawn mower catalog issued 
by The Eclipse Lawn Mower Co. in- 
cludes eight pages in color of the com- 
pany’s 1959 line including a riding 
rotary with four wheel drive and rear 
wheel steering, front discharge rotary 
mower, self propelled rotary, front 
discharge chute model, reel type mow- 
ers among others. All products are 
illustrated in color and described in 
detail. 

For Details Circle 212 on INQUIRY CARD 


SPRAY GUN BROCHURE issued 
by The Bradson Co., Inc., illustrates 
and describes the company’s line of 
spray guns available for every type of 
customer to fit every purse. Basic 
types include lawn and tree sprayers 
paired off with shrub and garden 
sprayers. 

For Details Circle 213 on INQUIRY CARD 


MOUNTED WHEEL BULLETIN 
issued by the Chicago Wheel and Man- 
ufacturing Company, in two colors. il- 
lustrates wheels in full size with exact 
dimensions and prices. 

For Details Circle 214 on INQUIRY CARD 
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TRANSPORTER FACTS AND 
FACTORS “HOW” BOOK includes 16 
pages of information about the 
“Transporter” walkie-type truck man- 
ufactured by Automatic Transporta- 
tion Company. The book helps to de- 
termine which operator-led truck is 
best suited for a particular job and 
provides facts to consider in analyz- 
ing truck requirements in setting up 
or revamping a material handling pro- 
gram through a convenient check list. 

For Details Circle 215 on INQUIRY CARD 


CHAIN ITEMS FOR THE FARM 
are illustrated and listed in this com- 
prehensive brochure, Bulletin DH-189- 
A, issued by the American Chain Di- 
vision, American Chain & Cable Com- 
pany, Inc. Covered are a number of 
chains and attachments which are de- 
signed for use on and around the 
farm. Items such as cow chains, horse 
chains, general use chains and attach- 
ments, weed tractor chains, etc, are 
described. 

For Details Circle 216 on INQUIRY CARD 


NEW SPACEMASTER CATALOG 
issued by Reflector Hardware Corpo- 
ration includes in 132 pages more 
than 170 illustrations, photos, equip- 
ment listings, merchandise presenta- 
tion applications, hundreds of new 
items, thousand of new merchandising 
ideas for every type of store or re- 
tail outlet. Also included are the 
latest merchandising ideas for remod- 
eling or modernizing a department, 
floor, or the entire store. 

For Details Circle 217 on INQUIRY CARD 


“HOME IMPROVEMENT GUIDE” 
issued by the Masonite Corporation is 
a 24-page, color illustrated booklet 
containing ideas on using Masonite 
hardboard for interior and exterior 
home improvements. Thumbnail 
sketches taken from 33 free fix-up 
and modernization plans are shown, 
and the book includes color reproduc- 
tions of several late additions to the 
line of decorator hardboards carried 
by the company. Guide is designed to 
encourage and inspire home owners to 
better living in the homes they have. 

For Details Circle 218 on INQUIRY CARD 


POWER TOOL GUIDE, issued by 
the Porter-Cable Machine Company, 
describes and illustrates in 12 pages 
14 popular portable electric tools plus 
a list of accessories for the home- 
craftsman. Guide includes pictures of 
tools and their uses with complete 
specifications and prices for electric 
saws, sanders, drills, routers and gar- 
den equipment. Also gives pointers on 
what to look for in purchasing power 
tools. 

For Details Circle 219 on INQUIRY CARD 


WELLWOOD ADHESIVES dealer 
catalog and price schedule, issued by 
the adhesives division of the United 
States Plywood Corporation, is a 
four-page folder in color illustrating 
the various products along with list 
prices and discounts. Catalog also 
illustrates and describes merchandis- 
ing display available. 

For Details Circle 220 on INQUIRY CARD 


TWO MASONRY ANCHORS are 
described in this two-page two-color 
bulletin issued by the Diamond Expan- 
sion Bolt Co., Inc. Bulletin provides 
six photographs and two cut-away 
line drawings. Interior construction 
of both masonry anchors is shown, 
along with two illustrated lists ex- 
plaining installation methods. 

For Details Circle 221 on INQUIRY CARD 
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FREE LITERATURE 





WINDOW HARDWARE BULLE- 
TIN issued by Gries Reproducer Cor- 
poration describes a wide variety of 
sizes of eight basic types of rustproof 
window hardware. Several types of 
spring screen clips, screws, and bolts 
are described. A host of halftones, 
cutaways, and use drawings show the 
appearance, construction and_ the 
variety of suggested uses for each 
type of part. Full descriptions and 
use data accompany the size speci- 
fications. 

For Details Circle 222 on INQUIRY CARD 


“PRESSURE QUEEN” deluxe port- 
able paint sprayer and its 4-cylinder 
compressor construction are described 
in a fully-illustrated four-page bulle- 
tin published by the Campbell-Haus- 
field Company. Sections of the bulle- 
tin are devoted to the numerous uses 
for the “Pressure Queen,” and to the 
advantages of the 4-cylinder design. 

For Details Circle 223 on INQUIRY CARD 


LOGGING AND EDGE TOOLS, 
eight-page catalog issued by the 
American Logging Tool Corp., is in 
four colors and describes the com- 
pany’s complete line of axes, scythes, 
bush hooks, corn knives, corn hooks, 
asparagus cutters, weed cutters, grass 
whips and grass hooks. 

For Details Circle 224 on INQUIRY CARD 


MATERIALS HANDLING PROD- 
UCTS, four-page brochure issued by 
SI Handling Systems, Inc., illustrates 
and describes the company’s complete 
line of platform trucks, trailers, carts, 
skids, wheels and barrel trucks. Also 
included is detailed data on features, 
design specifications, sizes, capacities, 
etc., plus information on engineered 
materials handling systems offered 
by the company. 

For Details Circle 225 on INQUIRY CARD 


TOGGLE BOLTS are described and 
illustrated in this two-color bulletin 
issued by Diamond Expansion Bolt 
Co., Inc. Complete information on 
minimum back-up clearances required 
and holding strengths of the spring- 
type bolts is provided. Also included 
is description of four special types of 
bolt heads. Specifications provide di- 
ameter, lengths, weights, catalog 
numbers and packaging information. 

For Details Circle 226 on INQUIRY CARD 


PLASTIC PRODUCING FACILI- 
TIES are illustrated and discussed in 
a colorful brochure published by 
Madan Plastics, Inc. Brochure also 
shows examples of the injection mold- 
ing, vacuum and drape forming, as- 
sembly and finishing of typical prod- 
ucts. 

For Details Circle 227 on INQUIRY CARD 


GALVANIZED WARE is described 
and illustrated in this 16-page catalog 
issued by the Container Div. of Jones 
& Laughlin Steel Corporation. In- 
cluded are specifications and shipping 
information. Products covered include 
pails, buckets, baskets, tubs, trash 
cans and burners, fire shovels, coal 
hods, fuel cans, funnels, measures, 
water cans and coolers, ete. 

For Details Circle 228 on INQUIRY CARD 


BOLTLESS STEEL SHELVING 
bulletin issued by Penco Div., Alan 
Wood Steel Co., described and illus- 
trated in eight pages the six styles 
of Penco T line open and closed types 
of plain and ledge shelving. It also 
covers companion shelving equipment 
such as drawer case units, service 
counters, tool storage racks and 
shelving boxes. 

For Details Circle 229 on INQUIRY CARD 


WIND-TUNNEL MOWING, a new 
principle of grass cutting and lawn 
grooming, is described and illustrated 
in this 16-page brochure issued by the 
Toro Manufacturing Corporation. Bro- 
chure introduces its complete line for 
1959 in full color along with products 
information and specifications. 

For Details Circle 230 on INQUIRY CARD 





THREE BIG DAYS 


HARDWARE & HOUSEWARES SHOW 


BROOKS HALL 


San ensiiials New Exhibit Hall 





Hundreds of Exhibits 


No Registration Fee 
Door Prizes 


facturers 
Plan Now to Attend 





New Products—New Ideas 


Hundreds of Money-Saving 
Show Specials by Manu- 


FEBRUARY 8-9-10 





See the Most 


COLORFUL SHOW 


in the 
WEST! 
It is Truly, All New— 











CIVIC CENTER 











EXHIBITS WILL BE OPEN THE FOLLOWING TIMES: 
Sunday, February 8 . . . 12:00 Noon—7:00 P.M. 
Monday, February 9 . . . 12:00 Noon—46:00 P.M. 
Tuesday, February 10... 3:00 P.M.—11:00 P.M. 











THIS WILL BE THE BEG SHOW OF THE WEST! DONT MISS IT! 


Sponsored by: California Retail Hardware Association, 122 Ninth St., San Francisco 
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For Details Circle 26 on INQUIRY CARD 





NEW PRODUCTS — Continued From Page 13 











RANGER RIDING ROTARY LAWN 
MOWER features recoil starter, key 
ignition switch, choke, and throttle 
mounted on dash, front wheel drive, 
and 26” cutting swath with suction- 
lift tips.—Eclipse Lawn Mower Co. 
For Details Circle 138 on INQUIRY CARD 





SMALL LAWN ROLLER is ideal for 
the suburban lawn. Filling plug is 
non-rusting brass and the roller is 
equipped with a self-cleaning adjust- 
able scraper blade. Easy to operate. 
—Ohio Machine Products, Inc. 

For Details Circle 139 on INQUIRY CARD 


- INFORMATION 
WOMEN 


FUTURA SIGNS adds the modern 
decor to offices, stores, etc. Made of 
lightweight aluminum with a long- 
lasting coat of permanently fused 
baked enamel. Can be damp-cloth 
cleaned.—Hy-Ko Products Company. 
For Details Circle 140 on INQUIRY CARD 
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“JIFFY PLANTER” pre-planted roll- 
out garden contains webbed cotton 
strips in which annual cut flower 
seeds or edging materials are evenly 
pre-planted. Regular size retails for 
98 cents.—Union Wadding Co. 

For Details Circle 141 on INQUIRY CARD 


STATIC -FREE 


Wall tile cleanet @ , 
wp, and polisher F 


a Twa — as 


WATERLESS WALL TILE 
CLEANER and polishing cream 
leaves a static-free luster that repels 
dirt and dust. Cleaner is simply 
wiped on and wiped off. Quart can 
retails for $1.25.—Quickee Products. 
For Details Circle 142 on INQUIRY CARD 


SWEEP -QUEEN BROOM features 
dazzling white plastic bristles thickly 
fringed on bronze handles offering 
generous floor coverage, and light- 
weight handling. — O-Cedar, Division 
of American-Marietta. 

For Details Circle 143 on INQUIRY CARD 


ALL-PURPOSE WATER SEAL pro- 
tects, preserves and waterproofs 
leather, cotton, wood or any porous 
material. Now available in 16 oz 
aerosol cans. Perfect for sportsmen. 
—E. A. Thompson Co., Inc. 

For Details Circle 144 on INQUIRY CARD 


FLUORESCENT LIGHTED medicine 
cabinet features a built-in poison lock 
box and Glide-Lok combination door 
stop and catch, and stainless steel 
mirror frame with square corners.— 
F. H. Lawson Company. 

For Details Circle 145 on INQUIRY CARD 


EXTENDED “ARROW POINT” 
shovel design for hard rock and abra- 
sive material causes blade edge to 
wear round where the conventional 
round point wears concave across cut- 
ting edge.—Wood Shovel & Tool Co. 
For Details Circle 146 on INQUIRY CARD 
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NEW PRODUCTS 





COMBINATION NUT AND LOCK 
WASHER called “Spring-Nuts” are 
available in steel, brass, aluminum 
and stainless steel in all commercial 
sizes. Semi-finished and pre-assem- 
bled.—Jacobsen Nut Mfg. Corp. 

For Details Circle 156 on INQUIRY CARD 
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“SAFETY LIGHT” for the home has 
no filament, is cool to the touch and 
is glare-free. Consists of phosphor 
coated on a glass panel. When power 
is applied, the panel lights.—West- 
inghouse Electric Corporation 

For Details Circle 157 on INQUIRY CARD 


ELECTRICAL COMBINATION 
LOCK called Max-A-Loc, is_ pick- 
proof, burglar-proof. It operates elec- 
trically thus it has no tumblers. Ro- 
tating dial knob in proper sequence 
operates lock.—Max-A-Loc, Inc. 

For Details Circle 158 on INQUIRY CARD 
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JIFFY-RINK, a new concept in port- 
able plastic ice skating rinks, can be 
set up quickly in a unique manner. 
Comes in two sizes—a 20-foot diame- 
ter, and a 12-foot diameter. Jiffy- 
Rinks are individually boxed.—Warp 
Brothers 
For Details Circle 159 on INQUIRY CARD 


COLONIAL FIRESET and firelighter 
featuring bright solid brass contrast- 
ing with black iron adds charm to 
any fireplace . . . contemporary or 
traditional. Fireset includes fire- 
tender, hearthbrush and embershovel. 
—Seymour Manufacturing Company 
For Details Circle 160 on INQUIRY CARD 


REVOLVING SPRINKLER with ad- 
justable two-arms with twin nozzles 
has a sled base making it easy to 
move around on the lawn. Sprinkles 
circular area or odd shapes to fit the 
needs of any lawn.—Melnor Indus- 
tries, Inc. 
For Details Circle 161 on INQUIRY CARD 








Boosts self-service sales 


NEW K-5 
merchandiser 


—for EASY HANG 
perforated board 
FIXTURES 


Holds one box each of 
twenty-three ‘‘Bubble- 
packed" and ‘‘Card- 
mounted” fixtures; ten 
each TE-35 and TQ-1 
in standard boxes, 250 
stabilizers and 90 sq. 
ft. perforated board. 


The new K-5 Merchandiser is a dra- 
matic, traffic-stopping self-service dis- 
play for Easy Hang perforated board 
fixtures. Spot a K-5 in a good location 
in your store and watch sales zoom 
on these popular items. Store tested! 
Occupies small, 24” x 21” floor space. 
Drop-shipped, prepaid from factory, 
eastern and western warehouses. Call 
your jobber or write today. 


“inthe, Sade. 


BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 


For Details Circle 27 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About NEW PRODUCTS 





WEB FOOT MOP has each strand in- 
dividually sewn to a band which holds 
it in place for a perfect mopping pat- 
tern, and prevents unraveling of the 
yarn.—South Eastern Cordage Co. 
For Details Circle 147 on INQUIRY CARD 


Ciel 


MAGNETIC CATCHES for furniture 
and cabinets feature high-impact 
rigid polyethylene cases, housing life- 
time magnets. Designed for universal 
application.— The Engineered Prod- 
ucts Company. 

For Details Circle 148 on INQUIRY CARD 


“DRILFAST” is a self-drilling anchor 
that drills its own hole in concrete, 
brick and stone. After hole is drilled, 
anchor is removed and expander plug 
inserted and replaced in same hole.— 
U. S. Expansion Bolt Co. 

For Details Circle 149 on INQUIRY CARD 
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AUTOMATIC FAUCET HEATER 
provides hot water instantly from 
cold water faucets. Screws to any 
faucet with a standard hose thread. 
Automatically turns current on when 
faucet is opened.—Landam Products. 
For Details Circle 150 on INQUIRY CARD 


PARKSOL is a solvent developed as 
a thinner for Parks Kote floor finish 
and to clean rollers and _ brushes. 
Available in 5-gallon, gallon, quart 
and pint containers.—The Parks Com- 
pany. 

For Details Circle 151 on INQUIRY CARD 


“SHIELD” STYLE of cabinet hard- 
ware has a bold eye-catching design, 
and meets any requirement in “Mod- 
ern” or “Early American” decor. At- 
tractive with cabinets of natural wood 
finishes.—Hyer Hardware Mfg. Co. 
For Details Circle 152 on INQUIRY CARD 


LACQUER, sanding lacquer sealer, 
and permanent wood stain available 
now in Aerosol cans allows one-day 
professional type finishing of interior 
wood surfaces.—Southern Lacquer & 
Paint Corporation. 

For Details Circle 153 on INQUIRY CARD 
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MAGIC DISC vibrator-massager re- 
lieves muscular aches and fatigue 
faster because a larger area of the 
body is covered at one time. The 
8,” vibrating disc has a plastic 
cover.—Landers, Frary & Clark. 

For Details Circle 154 on INQUIRY CARD 
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FROST - PROOF WALL HYDRANT 
includes nickel-plated as well as brass 
finish units that control water supply 
through valve seat located within the 
warm home or _ building.—Mansfield 
Sanitary, Inc. 

For Details Circle 155 on INQUIRY CARD 


HARDWARE WORLD 








DEALERSHIPS CURRENTLY 
AVAILABLE IN CALIFORNIA 


PERMA-LAST 


Non-toxic epoxy resin in color. 

Acid-, Bacteria- and Salt-Resistant. 

18- to 60-hr. Pot Life. 

High Adhesive Power. 

Will Adhere to Wood, Metals and Cement. 
USES: For Pool Coatings, Boat Hulls and 


Dairy Barns. 


PLASTIC-COAT— 


High Gloss, Non-Slip Surface. 

Outwears Wax 25 to I. 

Will not Chip, Peel, Crack or turn yellow 
with age. 

Can be Touched Up. 


For further information on what these products 
can do for you and your customers, contact: 


J-A-K OF CALIF., INC. 


532 Third Street, San Rafael, Calif. 
Distributors of Styco Products 








Multiply 
your rental 
prospects 














For Details Circle 28 on INQUIRY CARD 


The Most Dramatic 


> PADLOCK PACKAGE, 


in the world... 


ENTE LCL 


Geld Gaaer LANCASTER, PA. 
For Details Circle 29 on INQUIRY CARD 


PICTURE 
r HANGERS 
and Eyelets 


800 MILLION SOLD 


NO HAMMER! NO NAILS! SAVES WALLS! 
Goes on Tile, Glass, Wood, Plaster, Concrete, Masonite, 


= ot 19° 


Patented in U. S. & Foreign Countries 


JIFFY ENTERPRISES, INC. 
150 N. 13th ST., PHILA. 7, PA. 


Canadian Dist., Fireco Sales Ltd., 33 Racine Rd., Rexdale, Ont 
For Details Circle 30 on INQUIRY CARD 
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World’s Largest 
Producer of 
Brass Padlocks 








See us at NATIONAL HOUSEWARES SHOW, 
Booth 507, Navy Pier, Chicago, for 
Jobbers Special. Jan. 12-16, 1959 

















Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
.- greatly increases rental possibilities. The JW12 rents for 


@ Floor polishing, waxing, buffing, scrubbing, steel wooling 
@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 
seats, gives floors, rugs and carpets 
air of professional care. For full story 
on this easy-to-rent Holt JW12, mail 
coupon now. 

SALES AND SERVICE CENTERS IN MAJOR CITIES. 


a Oi" ritntcspoel C0. 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Attachment for adjusting 
brush to deep pile 
of rugs and carpets. 


30 


HOLT MFG. CO. Dept. K-1 
669 ~ 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me details on Holt JW12 for rental use. 


NAME POSITION 








FIRM 





ADDRESS. 





For Details Circle 31 on INQUIRY CARD 
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HOUSEWARES CLUB OF SO. CALIF. ELECTS NEW OFFICERS 


TAKING OVER THE REINS of the Housewares Club of Southern Cali- 
fornia for 1959 following their election recently are Mark Segal, president, 
Standard Merchandise Co.; Roger Dunstan, vice president, Regal Ware, Inc.; 
Howard Zimmerman, treasurer, Wesco Merchandise Co.; Jack Smith, corre- 
sponding secretary, Proctor Electric Co.; and Kurt Michael, recording secre- 
tary, Pacific Electricord Co. In photo above, from left, Michael, Dunstan and 
Segal are being congratulated by outgoing president Al Samson, Jack Smith 
and Zimmerman. 


NEW OREGON GOVERNOR MADE HONORARY P&K MEMBER 


T cme, a y ¥ 


** 
a 2 ¥ ae 
FORMER OREGON SECRETARY OF STATE Mark Hatfield, who last Nov. 
4 was elected governor, was made an honorary member of the Portland Pot & 
Kettle Club at a luncheon meeting last Oct. 20. Hatfield, who at 34 is one of 
the youngest governors to hold the office, spoke on “Expenditures In State 
Government.” Dignitaries at the head table are, from left, Joe Dungan, 2nd 
vice president of the National P&K; Hatfield, Paul Johnson, Portland P&K 
president; and Tom Jones, Ist vice president of the Portland organization. 





Clarke Changes Name 


The Clarke Sanding Machine Com- 
pany of Muskegon, Mich., producers 
of floor maintenance machines, has 
announced the change of its name to 
the Clarke Floor Machine Company, 
according to Ernest Cooper, Clarke 
president. The change became effec- 
tive January 1. 

Cooper stated that the old name 
gave a false impression of Clarke’s 
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broad activities in the floor machine 
field, and that the new name expresses 
more accurately the direction that 
product diversification has taken in 
the company during the last 12 years. 

The company recently added power 
sweepers to its line of floor main- 
tainers, heavy duty wet-dry vacuum 
cleaners, floor sanders, edgers, and 
hand sanders. 


ABOUT 


PEOPLE 





Westerner 
Named 
President 
of Janney, 
Semple, 
Hill 


Lawrence M. 
Hatfield 


Lawrence M. Hatfield, 51, has been 
elected president of Janney, Semple, 
Hill & Company. He becomes the 
fifth person to serve as the firm’s 
president in the 92 years the Min- 
neapolis, Minn., wholesale firm has 
been in business. He was formerly 
first vice president. 

Prior to joining the firm in Nov., 
1955, Hatfield was executive vice 
president of Marshall-Wells Company. 
He served this company for 20 years, 
14 of which were in the Portland 
branch where he was sales manager. 

A native of Wichita, Kansas, Hat- 
field began his merchandising career 
with Montgomery, Ward & Company 
on the West Coast, serving the firm 
for 13 years. 

The company also announced the 
appointment of Benton J. Case, 
former president, to the newly- 
created position of chairman of the 
board and chief executive officer. 
Henry W. Hill, executive vice presi- 
dent, announced his retirement effec- 
tive Jan. 1, 1959. 


Dutch 
Brand 
Names 
Sales 
Manager 


C. Gregg 
Geiger 


C. Gregg Geiger has been promoted 
to the position of general sales man- 
ager, Johns-Manville Dutch Brand di- 
vision, Chicago, II]. 

Geiger began his career with Johns- 
Manville in 1947 as a market analyst 
in the Dutch Brand division at Chi- 
cago, and was named merchandise 
manager of the division in July, 1950. 
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Name Yard-Man Rep Sherwin Sales Winners 


VAN NUYS, Calif. — Dan Car- SAN FRANCISCO—A northern 

Chain : ; michael has been named as the south- California sales representative and 

Names ' western representative for Yard-Man, | >ranch manager were among the win- 

Western . Inc., of Jackson, Michigan. His terri- _"¢?8 of the Sherwin-Williams Co. 1958 

ss _ national top sales achievement awards 

=p ; hes — a — —_—— in competition with sales personnel 

fornia “- addition to Nevada and from coast to coast. They are J. H. 

Arizona. Carmichael has been active Neles, automotive finishes representa- 

in the gee spice yet reir tive, San Francisco, and C. G. Cas- 
years and served as the California 


f sinos, branch manager, Vallejo, Calif. 
5 ‘ representative for Jacobson mowers 

BON AERC, Comm. (Paty Yon the past eight years. Textolite Names S.M. 

Housen, manufacturers representa- : “ : 

tive has been appointed sales repre- The 13 models of Yard-Man mowers BURLINGAME, Calif. — E. R. 
sentative for the S. G. Taylor Chain —which include hand, power reel, (Dick) Speraw has been appointed 
Co., Inc., Hammond, Ind., for North- power rotary and riding mowers— regional sales manager for General 
ern California and Reno, Nevada. The will be sold through independent Electric Company’s Textolite, a deco- 
company has been in business since hardware, garden supply and power rative plastic counter and wall sur- 
1873 and has warehouse facilities in equipment retail dealers on a fran- facing. His territory will include 
Los Angeles. chise basis. northern California, Nevada and Utah. 


REGIONAL WINNER IN DU PONT CONTEST McCUNE NAMED WESTERN REP 


H. (Pat) 
Van Housen 





GLAMOR MARINE LINE by Rubbermaid was introduced 

at the Marine Trade Show at Navy Pier in Chicago. Above 

is Pat Patterson (center), sales manager of the Rubber- 

: maid Marine division, with Roland McCune (right) and 

" so ™ a ae Bud de Recat of McCune Western, Inc., who will handle 


RECEIVING THE KEYS to a new ranch wagon is Aldon this division in the Rocky Mountain Empire, California, 


i 3 : : Arizona, New Mexico and Hawaii. 
J. Brochier (right), Stockton, Calif., regional winner in 


a recent Du Pont contest for dealers in pipe of “Alathon” 
polyethylene resin. Making the presentation is W. J. Am- EVERY SALESMAN FLIES in Alaska in order to cover 
bersley of Du Pont. The contest was sponsored jointly by the vast area in a reasonable amount of time. Read about 
Du Pont, Yardley Plastics Co. and séveral other plastic the exploits of hardware wholesale salesmen in this 12th 
manufacturers. Western State in the February issue. 





JANUARY 1959 55 





Ekco Products Forms New 
Housewares Divisions 


Donald R. 
Long 


Maurice B. 
Cossman 


Formation of two new sales divi- 
sions to handle all of its 3000-plus 
housewares items was announced by 
Ekco Produets Company. 

The new marketing alignment will: 

(1) Consolidate Ekco’s Autoyre- 
brand bathroom accessories, previ- 
ously sold through a separate sub- 
sidiary, with the company’s other 
housewares lines that are made in 
Chicago and in Canton, Ohio. This 
new division will be called the “Ekco- 
Autoyre” division. 

(2) Include all of the company’s 
nationally advertised Flint-brand 
products as part of a new “Ekco- 
Flint” division. 

Vice President Maurice B. Cossman 
will be in charge of the Ekco-Au- 
toyre division, which in addition to 
the complete bathroom accessory 


Daniel F. 
O’Connell 


Richard G. 
Fuchs 


group, will handle Ekco’s lower and 
medium priced kitchen tools, bake- 
ware, gadgets, mops and barbecue 
tools. 

Directing sales for the Ekco-Flint 
Division will be Vice President Don- 
ald R. Long. This division will have 
responsibility for Flint stainless steel 
cooking utensils, cutlery, kitchen 
teols, food mixers and can openers 
as well as the company’s tableware 
and lower and medium priced cutlery 
lines. These products are made in 
Geneva, N. Y., and Massillon and 
Byesville, Ohio. 

Mr. Cossman was previously vice 
president in charge of the Chicago 
sales division, and Mr. Long held a 
similar position as head of the Geneva 
division. 





BARGAIN TABLE SALES AVERAGE 300 ITEMS A WEEK 


THE ONLY SPECIAL THAT EVER WORKED FOR US ... is the way John 
Rosetta, owner-manager of Fresno Ag Hardware, Fresno, Calif., describes 
his 98 cents bargain table which has now worked well for eight months. 
“W e’ve sold as many as 26 items from this table to a single customer at one 
time and many others from 15-20 items. Selling an average of 300 items a 
week from this table, Rosetta orders especially for it rather than pick over 
his stock. “We like comparatively small items,” says Rosetta, “and they must 
be good values.” The only special advertising Ag Hardware does is a small 
ad in the local newspaper every six weeks. 
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Daniel F. O’Connell, who was vice 
president in charge of sales for The 
Autoyre Company when it operated 
as a separate subsidiary, becomes 
national field sales manager of the 
Ekco-Autoyre Division. 

Richard G. Fuchs, previously a 
Geneva district manager for both the 
Cleveland-Detroit and Chicago-Mil- 
waukee districts, becomes national 
field sales manager of the Ekco-Flint 
division. 


Momsen 
Elects 
New 
Officers 


Reuben F. 
Momsen 


EL PASO, Texas—Reuben F. Mom- 
sen has been elected president and 
treasurer of Momsen Dunnegan Ryan 
Company, wholesale hardware dis- 
tributor here. Momsen, with the com- 
pany for the last 10 years, succeeds 
his brother, Gus Momsen, who died 
recently while on a business trip to 
New York. 

Momsen, who practiced law prior to 
joining the firm and served as as- 
sistant city attorney, graduated from 
Notre Dame University in 1925 and 
from its law school in 1928. 

Other officers elected include A. J. 
Murray, executive vice president and 
merchandise manager; Gus Momsen 
Jr., vice president, and Leo H. Harris, 
secretary. 

The company now maintains branch 
offices and warehouses in Phoenix, 
Ariz., and Albuquerque, N. M., and 
serves dealers and industrial concerns 
from the California boundry to and 
including the West Texas trade area 
and Republic of Mexico. 


Maytag 
Names 
Western 
Manager 


James 
Dendy 


Fs 


LOS ANGELES—James Dendy ha 
been promoted to regional manager 
for the Maytag West Coast company, 
according to Raymond V. Hahn, vice 
president and general manager of the 
Maytag distributorship serving most 
of California and the southwestern 
half of Nevada. 

Dendy serves Maytag dealers in 
five central California counties, in- 
cluding Fresno, Kings, Monterey, San 
Benito and Tulare, with headquarters 
in Fresno. He has served as field ser- 
vice supervisor since joining Maytag 
West Coast company in April, 1951. 
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NEWS 





Store 
Planner 
Joins 
CRHA 


Gunnar 
Morin 


SAN FRANCISCO—Gunnar Morin 
recently joined the staff of the Cali- 
fornia Retail Hardware Association, 
in the capacity of store planning con- 
sultant. 

He transferred from Streater Store 
Fixtures, Inc., Spring Park, Minne- 
sota, after having completed eight 
years in various positions in all 
phases of the store fixture business. 
He has extensive experience in pro- 
duction, fixture design, promotion and 
store engineering. 

“Gunny” will live in the Salinas 
area and will travel the Southern half 
of the California Retail Hardware As- 
sociation’s territory. Mr. Robert 
Griffiths will continue to service the 
Northern area. 


Faultless Elects President 


Clarence B. Noelting has been elec- 
ted president of Faultless Caster Cor- 
poration. Noelting, formerly execu- 
tive vice-president, succeeds his late 
brother, William H. Noelting. Clarence 
B. Noelting started with Faultless 
Caster Corporation 43 years ago as 
a stenographer. Later he became a 
salesman and then sales and advertis- 
ing manager. He was elected execu- 
tive vice-president in 1944. 


Salt Lake Hardware, BH&I 


SALT LAKE CITY, Utah— 
New directors have been named 
for the Salt Lake Hardware Co. 
and the Bauer Holding and In- 
vestment Co., an affiliated firm, 
according to Charles L. Wheeler, 
president of the regional dis- 
tributing company. The new di- 
rectors succeed to offices held by 
the late G. Bruce McKee, who 
died Nov. 5, 1958. 

Melton R. Hogge, manager of 
the Grand Junction, Colo., divi- 
sion, was named a director of 
Salt Lake Hardware Co. He has 
been affiliated with the company 
more than 25 years, starting at 
the Pocatello, Idaho, branch. A 
veteran of World War II, he 


R. W. Mfg. 
Appoints 
Western 
Director 


Arthur 


Arthur H. Uhler has been appointed 
Western Regional Director for the 
Richards-Wileox Mfg. Co., Aurora, 
Ill. Uhler will be responsible for the 
supervision and direction of the R-W 
Sales and Service Branch offices in 
California, Nevada, Utah, Colorado, 
Arizona and New Mexico. Effective 
January 1, 1959, the office of the 
Western Regional Director will be 
located in Los Angeles, California. 


M. Seller Discontinues 
San Francisco Branch 
PORTLAND — M. Seller Co. will 


confine their wholesale housewares op- 
eration to the Pacific Northwest, ac- 
cording to Morton B. Phillips, presi- 
dent. He stated that their company’s 
branch in San Francisco was discon- 
tinued on December 31. 

The San Francisco branch office, 
which was located at 1400 Folsom 
Street, had been serving Northern 
California hardware-housewares firms 
for 30 years. 

The original M. Seller Company, 
which started at Portland 100 years 
ago in 1859, will continue to serve 
the trade in the Pacific Northwest. 

Annual volume of the firm is re- 
ported to be in excess of $2 million. 
M. Seller became a member of the 
Corning Glass $100,000 Club for the 
eighth consecutive year. 


Directors Named 


was named assistant manager 
at Grand Junction in 1953. He 
was promoted to manager in 
1954. 

Oscar Hanson Jr., vice presi- 
dent in charge of sales and 
member of the board of direc- 
tors of the Salt Lake Hardware 
Co., was elected a director of 
Bauer Holding and Investment. 
In 1923 he was assigned to 
work in Western Colorado with 
headquarters at Grand Junction 
where he lived for 31 years. He 
was named division manager 
there in 1940 and in 1954 was 
transferred to Salt Lake City to 
become director of sales for the 
firm. 





ALASKA—LAND OF OPPORTUNITY will be verbally and pictorially dis- 
played front and center in the February issue of HARDWARE WORLD. Read 
what this new frontier land has to offer you in the years to come. 
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EASY-T0-SELL 
; PROFITS 
RIES 


ez CUP HOOKS 


One-Piece Durable 


6 sizes ('/." ° 1%") in Nickel and 
Brass, each 

packed 100 to 

@ box. %" size 

carded in 7 

popular colors 

sa Nickel and 

Brass. 


“ez UTILITY Jeary 


Handy self-screw all purpose hook in 
bright plated finishes. 2-to-a-card or 


ay COAT HOOKS 


Lacquered Brass, Nickel, 
Chrome or Bright Iridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


“* WING NUTS 


Bright rustproof finish . . . 
4 popular sizes . . . boxed 
in an attractive counter 
display. Also available in 

bulk or packaged 


Qq? SRE 
GRIES CAP NUTS 


Attractively finished and packed 

in a self- selling counter display 
assortment in 4 popular sizes. 
D= available in bulk or in 
D=: of 100 in all thread 
sizes. 


ek 


Jobbers: Write now for prices and cata- 
log sheets on GRC's full line of money-making hord- 
ware items, including DRAPERY RINGS, SCREEN & 
WINDOW HARDWARE, DRAIN COCK KEYS. 
Dealers: See your jobber salesman for imme- 
diate delivery on 


these and other GRC 
hardware items. 


cntes REPRODUCER CORP. 


World's foremost a, es small die at. 
132 Beechwood A 





* NEw Rochelle 3-86 


For Details Circle 3: 32 on INQUIRY CARD 
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“BUCK SAW’”’ 


-——— 


just say 


Sandvik! 


Sandvik 


STEEL INC. 


Saw & Tool Division 


1702 Nevins Road, Fair Lawn, N. J. 


For Details Circle 34 on INQUIRY CARD 








BAKER & 
HAMILTON 
PROMOTES 
THREE 


W. Baker, Jr. 


SAN FRANCISCO — Three execu- 
tive appointments were announced re- 
cently by Baker & Hamilton, hard- 
ware wholesalers for more than 100 
years in the Northern California area. 

Wakefield Baker, Jr. has been ap- 
pointed vice president to assist his 
father who is president of the firm. 
He started in the warehouse in 1946 
where he worked for two years, then 
spent two years on the road, return- 
ing to become assistant sales manager 
for another two years. In 1954 he 
became buyer in the hardware de- 
partment. 

Dave Hart has been named house- 
wares and appliance buyer. He was 
formerly in sales for a year and a 
half. Previously he was with M. 
Seller Co., San Francisco for six 
years, three on the road and three 
as a buyer. Prior to that he was a 
buyer for the American President 
Lines for seven years. 





TELL YOUR WHOLESALER YOU WANT THEM 


WRIGHT 


NOW HAS FOR 


you! 


WRIGHTLINE NETTING — Reverse twist poultry netting — rein- 
forcing wires, too. 

WRIGHT HEAVY NETTING — Full twist. 

WRIGHT HARDWi RE CLOTH — Woven, flat wire selvage and loop 
selvage. 

WRIGHT WELDED FABRIC — Smooth edge. 

WRIGHT INSECT SCREENING — Aluminum, galvanized and bronze. 

WRIGHT INDUSTRIAL WIRE CLOTH — All metals and grades. 

WRIGHT WIRE STRAND /CLOTHESLINES / — Galvanized and 
aluminum connected coils. 

WRIGHT SOLID LINES AND WIRE — Connected coils. 

WRIGHT FLOWER BED BORDER — Built-in stakes and plain top. 

WRIGHT GUTTER GUARD — Keeps leaves out of house gutters. 





WHOLESALERS — Order these WRIGHT products 
now in mixed truckloads for spring sales. Prompt 
shipments. 24 hour service on fill-ins. 


G. F. WRIGHT STEEL & WIRE COMPANY 
WORCESTER 3, MASSACHUSETTS 


For Details Circle 47 on INQUIRY CARD 





Don Hay Dave Hart 
Don Hay has been appointed hard- 
ware buyer, succeeding Wakefield 
Baker, Jr. He was an assistant in 
this department for five years. He 
started with the firm two years pre- 
viously and worked up through the 
warehouse and other departments. 





COMING FEBRUARY 


“Welcome Alaskan Market Issue.” 





REP FIRM REORGANIZES 


NAME CHANGE and addition to staff 
of Sidebottom & Wagonhurst, manu- 
facturers representative firm, in the 
Western Merchandise Mart in San 
Francisco, took place as of ‘an. 1, 
The name is now Wagonhursc Asso- 
ciates. The new man is Wm. (Bill) 
O’Brien, formerly Northern California 
associate of Ward Francis Co. for the 
last six years. R. H. Wagonhurst 
(left) is showing Bill a catalog of 
some of the lines in the firm’s space 
in the Mart. The firm covers the 
state of California for Radio Steel 
Mfg. Company, Transogram Company, 
Inc. and Thomas Mfg. Corp. 
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IN MEMORIUM 





GEORGE A. 
WOODBURN 


LOS ANGELES—George A. Wood- 
burn, 59, sales representative for the 
United States Steel Products Divi- 
sion, United States Steel Corporation, 
died at his home Nov. 8. 

Woodburn, who was born in Chi- 
cago, Dec. 31, 1898, became associ- 
ated with the Boyle Manufacturing 
Company (now the United States 
Steel Products Division) on Auril 3, 
1928, and has actively solicited the 
wholesale hardware jobbers in the 
Los Angeles area for the last 30 
years. 

Survivors, in addition to Mrs. Wood- 
burn, are two sons, George P. and 
Douglas Woodburn, and a daughter, 
Mrs. Diane McCormick. 


G. BRUCE McKEE 


SALT LAKE CITY—G. Bruce Mc- 
Kee, 71, retired senior vice president 
and director of Salt Lake Hardware 
Co., died Nov. 5 in Salt Lake City of 
a stroke. He retired in 1955. 

He joined the Salt Lake Hardware 
Co. in 1912 as a retail salesman, and 
in 1920 became a department buyer 
in the firm. In 1936 he was elected 
treasurer and director, assuming di- 
rection of the credit department. He 
served three years as director of the 
National Association of Credit Men. 

Surviving are his widow; a son, 
G. Bruce McKee, Jr., Salt Lake City; 
one grandson, four brothers, two sis- 
ters and several half brothers and 
half sisters. 


GUY A. VOORHEES 


INDIANAPOLIS, Ind. — Guy A. 
Voorhees, one of the nation’s out- 
standing heating authorities and tech- 
nical secretary of the National Warm 
Air Heating and Air Conditioning 
Association from 1946 until 1958, died 
here Nov. 7. 

Voorhees was registered in the 
state of Indiana as a professional en- 
gineer, a member of the American 
Society of Mechanical Engineers, 
American Society of Heating and Air 
Conditioning Engineers, the National 
Society of Professional Engineers, 
the National Federation of Sales 
Executives and he held an honorary 
degree in Mechanical Engineering 
from Michigan State College. 


HARRY P. LAMBRECHT 


SALT LAKE CITY —Harry P. 
Lambrecht, 86, retired hardware 
buyer for the Salt Lake Hardware 
Co., Salt Lake City, died of a cerebral 
thrombosis in Walnut Creek, Calif., 
where he had lived in recent years. 

He was born in Virginia City, 
Mont., April 30, 1872, and joined the 
staff of the hardware firm on May 29, 
1904, as a retail clerk. From 1914 to 
March 25, 1949, when he retired, Mr. 
Lambrecht was manager of heavy 
hardware. He purchased tools, steel 
products, industrial rubber products 
and mine and mill supplies. 





COMING! 


“Welcome Alaskan Market” Issue. 


In February our entire magazine 
will be devoted to our newest West- 
ern State. Read about the prospec- 
tive business opportunities in the 
largest state in the nation and the 
methods of selling merchandise in 
this “Gold Rush” country. 


HERBERT A. NORMAN 


RENO—Herbert A. Norman, 81, 
operator of the F. G. Norman & Sons 
Builders Hardware in San Francisco, 
died here Nov. 17. The hardware store 
was started by Norman’s parents who 
came here in 1865. 


EVERETT G. HARTLING 


RESEDA, Calif.—Everett G. Hart- 
ling, 42, associated with Whitmire 
Hardware for the last 13 years, died 
here Nov. 19 following a heart attack. 


NEWS 
New McCulloch Post 


LOS ANGELES—McCulloch Cor- 
poration, manufacturer of power 
chain saws, has appointed Carl A. 
Peterson to a newly-created post of 
marketing manager. Peterson had 
been market research manager for 
McCulloch chain saws since 1956. 
His new assignment increases his 
overall responsibility for company 
marketing, advertising, sales promo- 
tion and planning. 





Warner Appoints Rep 


LOS ANGELES—Ralph Pennoyar 
has been appointed new sales repre- 
sentative for the Warner Manufac- 
turing Company in California, Ari- 
zona, and Nevada. 

Pennoyar was formerly with the 
Reardon Company in a sales capacity. 
Ralph Prall, who has represented 
Warner in the West Coast territory 
for the past 25 years, retired Oct. 1. 


Raybestos Moves 


SOUTH SAN FRANCISCO — Ray- 
bestos-Manhattan, Inc. announced the 
moving of its San Francisco district 
warehouse and offices from 131 Mis- 
sion Street to new and larger quar- 
ters at 168 Beacon Street, here. 





ha. 


MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
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NOW in a new plastic squeeze bottle 
TEHR-GREEZE white fabric cement 


=> 
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For Details Circle 36 on INQUIRY CARD 


Same high quality patching cement in a 
handy plastic squeeze bottle that elim- 
inates messy paddies, brushes, and waste. 
. Tehr-Greeze patches 
and repairs any material it can cene- 
trate. Thousands of uses. Sold by leading 
jobbers and dealers everywhere. Comes 
in 2 oz. and 6 oz. plastic bottles. Also 
packed from 2 oz. to | gallon in glass. 
Write for prices and literature. 


__VAL-A COMPANY 700 W. et Se 9, ilinois 


Easy to apply . . 














CORNER 


Gene Tarnowsky, Editor 


Hunter Safety Promotion A Must! 


OR many. years statistics have 

been collected and publicized 
on accidents in the hunting 
field. Newspaper accounts of 
such accidents often lead the 
public to think of the hazards 
rather than the pleasures of the 
sport. Those who know realize 
that there really are relatively 
few accidents among the mil- 
lions of Americans who enjoy 


hunting. Nevertheless, all such 
accidents are tragic. An effort to 
reduce them to a minimum is an 
exceedingly worthwhile project 
and a must for the hardware re- 
tailer who deals in firearms for 
several reasons: 

1. Promotion of hunter safety 
is a public service that returns 
immeasurable good will to its 
sponsor. 


2. Encourages general inter- 
est in hunting as a sport. A safe 
sport attracts more enthusiasts. 
Accidents — especially when 
most of them can be prevented 
—are bad public relations for 
the sport of shooting. 

3. Literally creates a grow- 
ing source of new adherents to 
the sport—the youth of your 
community. 








MEET HARDWARE WORLD'S SPORTS 
CORNER EDITOR...GENE TARNOWSKY 


GENE 
TARNOWSKY 


STARTING WITH THE JANUARY 1959 IS- 
SUE, Gene Tarnowsky, who has been assistant 
editor of Hardware World for more than a year, 
has taken on the added duty of Sports Corner 
editor. For years this has been a monthly feature 
of the magazine. 

Reared in the East, schooled in the Mid-West, 
and seasoned in the Far West, Gene has planned 
a 12-month Sports Corner program that should 
prove of great benefit to all dealers operating a 
sports department. 

Gene is an experienced newspaper man, having 
been sports editor of The Appeal-Democrat, 
Marysville, Calif., from 1948 to 1956. For four 
years he was also a sports correspondent for 
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United Press, Associated Press and Sporting 
News. Prior to this he served on a New York 
newspaper sports desk close to a year. 


He received his B. A. in Journalism in 1947 
from Minnesota U., where he played end on the 
varsity football squad. 


An experienced hunter and fisherman, Gene en- 
joys challenging steelhead, trout and striped bass 
and flushing out pheasants. On the golf course he 
plays a sharp game, having won three trophies at 
the Plumas Lake Golf Club Tournaments. While 
in Minnesota he became quite an expert at ice 
skating and skiing, which he pursued in the high 
Sierras after becoming a resident of Marysville. 
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4. Generates confidence and 
willingness among parents to 
permit and even encourage their 
children to hunt with firearms. 

5. Provides your firm with an 
opportunity for leadership in 
your community. 

A survey of hardware store 
participation in hunter safety 
programs throughout the 11 
Western states reveals virtually 
scant and sporadic activity in 
this direction which may, if not 
immediately arrested, make the 
exclusively sporting goods shop 
dealer the absolute center for 
the sale of firearms, thereby 
snatching away from the hard- 
ware retailer a valuable source 
of income. 

Scoff if you will, and say it 
can’t happen to me; then look 
at the facts behind the demand 
for such training which is ex- 
ceedingly widespread today. 

Of the 11 Western states 
studied, three have compulsory 
hunter safety training pro- 
grams which require teenagers 
to successfully complete a course 
conducted by trained instruc- 
tors before a license will be is- 
sued. These include California, 
pioneer of the program in the 
West, Montana and Washing- 
ton. (See chart at right.) 


The remaining eight states 
have some form of voluntary 
training program, several of 
which are state administered. 
Arizona’s program at the pres- 
ent time is administered by the 
state’s fish and game depart- 
ment for all organizations 
throughout the state, and re- 
quired training in certain public 
schools. Oregon is planning to 
initiate a state-administered 
voluntary program this year 
patterned somewhat after that 
now being carried on in Mon- 
tana. Utah, in 1957, instituted 
a program in teacher and stu- 
dent training in cooperation 
with three colleges arranging 
classes and giving credit. Utah’s 
legislature is at the moment con- 
sidering a bill requiring all per- 
sons under 20 who hunt for the 
first time to pass a course in 
hunter safety. 


Colorado is in the process of 
setting up a program patterned 
after that in effect in Missouri. 
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PROGRAMS IN THE 11 WESTERN STATES 


State Program* 
ARIZONA ¥ 
CALIFORNIA 
COLORADO 
IDAHO 
MONTANA 
NEVADA 
NEW MEXICO 
OREGON 
UTAH 
WASHINGTON 
WYOMING 


<¢0<4d4<4d4da<d4d-<40 


Totals 


* V (voluntary) 
C (compulsory) 


Year Started 


Instructors 
Approved 
to Date 
1955 509 
1953 3724 
1958 
1955 
1957 
1957 
1954 
1955 
1957 
1957 


1954 


164,782 


11,531 





Programs in Idaho, Nevada, 
Wyoming and New Mexico are 
on a local voluntary basis. 

What does all this activity 
mean to you as a hardware re- 
tailer? The trend is obvious. 
Within a few years hunter safe- 
ty training will be compulsory 
in all of the 11 Western states 
and probably the entire nation, 
meaning that every youth, be- 
fore he or she could be licensed, 
must pass the test in much the 
same way it is necessary to pass 
the test before a person is li- 
censed to operate a motor ve- 
hicle. 

The hardware dealer in fire- 
arms is in the midst of a pio- 
neering era in which he can 
either actively participate and 
thereby rightfully protect his 
role as a source of supply, or he 
can choose to ignore the trend 
by saying let the sporting goods 
shop do the pioneering in this 
movement, and as a result, even- 
tually surrender the hardware 
sfore’s role as a firearms supply 
center by driving his customers 
into the arms of his competitors 
who show greater interest in 
the welfare of hunters, both 
present and future. 


The program for the most 
part is aimed at the youth in 
your community because it is in 
their age group that most hunt- 
ing fatalities occur. In Montana, 
for example, an average of 25 
persons have been killed every 
year of which 70 percent are 
teenagers. In California, casual- 
ties dropped to an all-time low 
in 1957, three years after the 
program was started. A total of 
14 fatalities were reported com- 
pared to 21 killed in 1956, and 
31 in 1955. Only three of the 
fatalities in 1957 involved 
youths of which one had train- 
ing. Of the 21 non-fatal shoot- 
ings in the under 16 age group, 
only eight had prescribed train- 
ing. Looking from another side, 
hunter-trained shooters were 
involved in 11.6 of all casualties 
in 1957, or one to every 4555 
junior licenses sold. Untrained 
juniors were involved in 19.5 
casualties, or one to every 3155 
junior licenses sold for the cor- 
responding period. In other 
words, hunter-trained shooters 
were nearly twice as safe as 
their untrained counterparts. 

(Continued on page 63) 
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Use Inquiry Postcard for Further Information About SPORTS NEW PRODUCTS 





“CORVETTE” closed face spinning 
reel features fingertip star drag with 
infinite tension adjustment designed 
to eliminate line twist when reeling 
against a fish, and anti-reverse.— 
Commerce Pacific, Inc. 

For Details Circle 268 on INQUIRY CARD 


SPORTSMAN 


4 MAVER @igsT 


/ 4 
glaymaker | 


ramomst 


ad en 


“SPORTSMAN” padlock was _ espe- 
cially designed for outdoors use on 
boats, cabins, tackle boxes, etc., and 
for indoor use on gun racks, lockers, 
file cases and strong boxes.—Slay- 
maker Lock Company. 

For Details Circle 269 on INQUIRY CARD 


{ j i 
WOMAN’S STYLE water ski vest 
contains unicellular foam plastic and 
molds to the wearer’s shape. Web- 
bing around waist and inside arms as- 
sures comfortable fit at all times.— 
The American Pad & Textile Co. 
For Details Circle 270 on INQUIRY CARD 
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SKI PYLON holds tow line up high 
enough to keep it from dragging in 
the water. Pylon is securely an- 
chored thru use of plate which screws 
on under floor boards.—Alloy Marine, 
Inc. 

For Details Circle 271 on INQUIRY CARD 


GAS POWERED BB REVOLVER 
feels and handles like the frontier 
American’s famous Peacemaker. This 
spitfire rips off 18 shots without re- 
loading, as fast as you can fan the 
spur hammer.—Crossman Arms Co. 
For Details Circle 272 on INQUIRY CARD 


WHITECAP SALTWATER REEL 
features a polished solid aluminum 
spool with 300 yards of 12-lb test mon- 
ofilament line. Spool is interchange- 
able with anti-inertia spool formerly 
on Whitecap reel.-Langley Corp. 
For Details Circle 273 on INQUIRY CARD 


LO-K-TOR is a sonar electronic type 
equipment for detecting a single fish 
or a school of fish through the “echo” 
of returning ultrasonic sound waves 
on the scope. Also an aid to naviga- 
tion.—Lowrance Sales Co. 

For Details Circle 274 on INQUIRY CARD 


BO’SUN MARINE LIGHT is designed 
for service on small inboards and out- 
board runabouts as well as cruiser 
type craft. Ideal for forward deck 
mounting on small boats. Simple to 
install—Sparton Corporation. 

For Details Circle 275 on INQUIRY CARD 


MARINE HARDWARE includes 14 
different items such as boat cleats, 
bow handles, step plates, stern handle, 
bow chocks, etc. Made of cast bronze 
in triple chrome plate to resist salt 
water.—Presto Lock Co. 

For Details Circle 276 on INQUIRY CARD 
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HUNTER SAFETY— 
(Continued from page 61) 


The conclusion appears justified that, in view | 
of the downward trend in hunting casualties, the | 


California hunter safety training program is pre- 
venting deaths and injuries among the adults as 
well as within the ranks of the younger nimrods. 


And if you’re one for facts ’n figures, you’ll be | 


interested to learn that all fatalities occurred at 
less than 50 yards. The majority of these resulted 
from hunters mistaking their victim for game. A 
closely allied cause was moving into the line of 
fire. Following were clubbing game with gun, 
stumbling, crossing fence and having loaded gun 
in vehicle. 


Before you say—‘O. K., I want to become a part | 


of a hunter safety training program in my com- | 
you should know how the program | 


munity,” 
works, who operates it, how it started, and how 
you can fit in. 


The national organization which pioneered 
hunter safety training is the National Rifle As- 
sociation, an independent nonprofit membership 
corporation organized in 1871. It is not a trade 
association. The association operates under its 
original charter on income from membership dues, 
match entry fees and advertising revenues. The 
NRA is to the shooting sport what the AAU is to 
track and field—a national governing body which 
makes possible the standardization of conditions, 
rules and records. Its primary objective is the 
promotion of shooting among U. S. civilians. 

Beginning in 1949, the association, in coopera- 
tion with the International Association of Game, 
Fish and Conservation Commissioners, established 
the NRA Uniform Hunter Casualty Report, the 
annual analysis of which serves as a guide to the 
causes of accidents. The NRA then set up a safe- 
ty training program which is designed to elimi- 
nate the causes thus established. 

It has offered its program to all state agencies 
on a cooperative plan whereby the state would ad- 
minister the program using meterials already de- 
veloped through NRA’s experience as a clearing 
hcuse for all information on hunting and firearms 
safety. 

NRA offers a source of instructors through its 
instructor recruiting program, an_ instructor 
certification system, training counsellors who 
train instructors and supervise local training 
programs, facilities for training, basic hunter 
safety course literature and supplies, and main- 
tenance of records of students graduated and in- 
structors certified. 

The cooperating state agency, usually the de- 
partment of fish and game, is responsible for han- 
dling general inquiries for information about the 
course and about instructor certification, certifies 
instructors, and informs the general public about 
the program and its operation. 

NEXT MONTH: How you 
Hunter Safety Training? 
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can tie-in with | 


Fer inboard, ovtbeard 
and slelom type. 


#119 “KIDDIES SWIM FLOAT” 


LE ie Cee 





@ MARINE SAFETY PRODUCTS 
@ BOATING ACCESSORIES 
@ MARINE CASUAL WEAR 

@ SLEEPING BAGS 


unequalled for Quality 
unmatched for Safety 


VINYL vasaa CUSHION 
(Coest Guerd Approved) 








SKI TOW ROPES 
Polyethylene and Manila, Single 
and Double Handles. 


#244 “SPORTSTER” 
(Coast Guerd Approved) 


#1228 FLUTTER BOARD 


#217 “STAY-A-PLOAT™ 
(Coast Guard Approved) 


SLEEPING BAGS 
17 Styles—filled with Dacron”, 
Down, Celacioud 


and Weel 


BOAT FENDERS 


WATER SKIS Plastisel—Kapok—Cork 


;™ 
i 

F 
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#231 WOMAN'S VEST 
Unicellular Foomed Plastic 























laa a 
Ss 5 Ss 




















#325 VINYL LEATHERETTE CUSHION 
(Coost Guard Approved) 


YACHT CAPS 


"Registered Trademark of E. |. DuPont de Nemours & Co. for its Polyester fibre. 


Write 
for free literature 


“You can’t buy better... 
to save your life” 


THE AMERICAN PAD & TEXTILE CO. 
GREENFIELD, OHIO 
New Orleans, La. 
In Canada: Tapatco, Lid., Magog, Quebec 
For Details Circle 37 on INQUIRY CARD 


Fairfield, Calif. Trenton, N. J. 





... 4 new line of 
top quality power mowers at 
prices that make it easy for 
you to MEET ALL COMPETITION! 


No. M-429D 
Deluxe 22” 

1. A big, complete line—12 models 
—side, front and twin discharge— 
18”, 19” and 22” cutting widths. 

. First quality materials and con- 
struction. 

. Briggs & Stratton and Clinton 
engines. 

. Safety features that help you sell. 

. Designed and manufactured by 
Modern Tool & Die Co., produc- 
er of the fast-selling MODERN 
LINE of Wheelbarrows, Lawn 
Carts and Spreaders. 

. Best of all, the LawnFlite line is 
priced for sales! 


AGAIN NEXT SEASON IT WILL BE 
EASIER TO SELL THE MODERN LINE 
THAN TO SELL AGAINST IT! 








INDEX TO ADVERTISERS 








| when desiring further 








MODERN TOOL & DIE CO. 


5389 WEST 130th STREET 


CLEVELAND 11, OHIO 
For Details Circle 38 on INQUIRY CARD 
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(This index is published as a convenience and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 





Note: Figures in parentheses () refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 50 
information 
about advertisement. 


A 


| American Chain & Cable Co., American 


Chain Div. 


| American Pad & Textile Co. ............ 
PST s Vn ¥0'5o ec kse sos cabs CE Rhee kee 

| Animal Trap Co. of America............. 47 
| Atlas Tack Corp. 


Boonton Molding Co. 


| California Retail Hardware Association. . 
| Champion DeArment Tool Co 


Cleveland Mills Co. 


Empire Brushes, Inc. 
Evans Rule Co. 


Fuller Tool Co. 


The Grabler Manufacturing Co., Inc. (8) 
Gries Reproducer Corp. ...............+. 57 


H 


The Hamilton-Skotch Corp. ............. 
Hayes Spray Gun Co........cccccesccses 


| Hillerich & Bradsby Co.................. 
| Holt Manufacturing Co. ................ 


| J-A-K of Calif., 


Jiffy Enterprises, 


Leetonia Tool Co. 


Marshalltown Trowel Co. 

Masten BHO Oe. : ocsc seb eons o08 Second Cover 
Melnor Industries, Inc. (14) 

Robert E. Miller & Co., Inc 

Modern Tool & Die Co. 

Molly Corporation 

Mouli Manufacturing Co 


0 
Ox Fibre Brush Co., Inc 


Q 
Quick Manufacturing, Inc. 
Quickie Manufacturing Co. ............. 


Red Devil Tools Third Cover 
Revere Copper & Brass, Inc., Rome Mfg. 


Sandvik Steel, Inc., Saw & Tool Div..... 
Saustebiee | Tiesk (Gey... 8 vive ccccoxvawses oe 
Strataflo Products, Inc. 


True Temper Corp 
Turnbuckles, Inc. 


United States Steel Products 
Div. of U. S. Steel 


Val-A Company 
Vaughan & Bushnell Mfg. Co. (1) 
Front Cover 


Victor Saw Works 


Wilshire Manufacturing Co. ............ 
Wood Shovel & Tool Co ee 
G. F. Wright Steel & Wire Co. ......... 
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Ensemble No. 19-1—Black Mesh 
With brass woodbasket 


SEE US AT HOUSEWARES SHOW! 

SPACE 354-356-358 Write for 

CHICAGO-NAVY PIER-JAN. 12-16 "ew Catalog oi 
with “Out of ;f 
this World” 2 ia 
Values! / 


MFG. 


4865 San Fernando Rd. West « Los Angeles 39, Calif. 
For Details Circle 39 on INQUIRY CARD 











NEW DISPLAY ZOOMS SALE 


Amazing blind 
fastener grips any 
material up to 444” 
thick, needs only 
Ya" expansion 
space. Designed 
especially to hold 
fixtures on flush 
oors. 


Cash in on sky-rocketing demand for nationally- 
advertised Molly Jack Nuts with this tested and proved 
merchandise display. Sturdy, colorful box is compact 
(only 5”x 4”x 6”). Contains 225 Jack Nuts, 10 friction 
wrenches, descriptive folders. Net dealer price: $8.80. 


ASK YOUR JOBBER OR WRITE 


=S MOLLY CORP. 2308 H. Sth St., Reading, Pa. 











HIGH QUALITY TOOLS 


For production of coal and numerous other 
purposes on Farms, Industry and High- 
ways. For such quality tools consult 
Wholesale Distributors and Local Retail 
Stores. 


The LEETONIA TOOL COMPANY 


LEETONIA, OHIO 





For Details Circle 40 on INQUIRY CARD 








A real help 
for salespeople 


CHINA & GLASS 


By H. 9. Wilsoa 


This 56-page booklet reveals sales and merchandising 
ideas for all types of dinnerware, glassware and table 
accessories. It also gives the historical background, man- 
ees methods and window and in-store display 
ideas. 

Get this excellent sales aid, today. Send 25 cents for 
each booklet to... . 


HARDWARE WORLD SERVICE BUREAU 
1355 Market Street San Francisco 3, Calif. 











For Details Circle 41 on INQUIRY CARD 
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For Details Circle 42 on INQUIRY CARD 





ALL POSITION 


CHECK 


For steam, hot or cold 
water, oil, gas and compounds. 


Sensitive ...Rugged 


Designed for rugged service. These valves 

are also available with rubber poppets for 

use with air or cold water. Sensitive in 

operation. Work in any position. Made 

in seven sizes, 200 lbs. pressure. Won’t 

stick. We will design special Check 
Valves. Tell us your needs. 


Write today for Bulletin 1002, or 
telephone Harrison 3313 today. 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 
For Details Circle 43 on INQUIRY CARD 


Write for 
FREE Catalog. 





FOR SALE 

Retail Hardware and Paint Store be- 
tween Los Angeles and Long Beach. 
Established 15 years. Recently mod- 
ernized. Gross $60,000 yearly. Ad- 
dress Box A-929, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, Calif. 


TERRITORY WANTED 

In housewares or allied lines, cover- 
ing Northern Calif. 10 years’ experi- 
ence. Age 35. Last 5 years with Ekco 
Products Co. Have excellent follow- 
ing. Address Box A-930, care HARD- 
WARE WORLD, 1355 Market St., 
San Francisco 3, Calif. 


FOR SALE 

Hardware and Building materials 
business. Established ten years and 
making money. Best suburban_loca- 
tion, Central Calif. Stock and fixtures 
$25,000.00. Long lease or property 
available. Address Box A-931, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 


INTERIOR DECORATION HOME 
STUDY. Announcing new home study 
course in Interior Decoration. For 
professional or personal use. Fine 
field for men and women. Practical 
basic training. Approved supervised 
method. Low tuition. Easy payments. 
Free booklet. ADDRESS: Chicago 
School of Interior Decoration, 835 
Diversey Parkway, Dept. 5511, Chi- 
cago 14, Illinois. 











BOOK FOR SALESPEOPLE 
CHINA AND GLASS by H. Q. Wil- 
son, a 56-page book which reveals 
historical background, manufacturing 
methods and merchandising of pot- 
tery, dinnerware and glassware. Ex- 


cellent sales reference for sales 





Announcements in this section are inserted at the rate of ten 
cents per word, including address or box number, with a minimum 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 





ITIES 


people. Special price $.25 each, 
HARDWARE WORLD SERVICE 
BUREAU, 1355 Market Street, San 
Francisco 3. 


HARDWARE STORE FOR SALE 
One of the major hardware stores for 
sale in the San Fernando Valley in 
Southern California. Store is located 
at the crossroads of the greatest 
population increase in Southern Cali- 
fornia. Principals only. Address Box 
A-932, care HARDWARE WORLD, 
1355 Market St., San Francisco 3, 
Calif. 





SALESMAN WANTED 

To carry a line of paints for the hard- 
ware, paint, variety store and lumber 
yards. Line could be used as supple- 
ment for salesman carrying other 
lines. WILLIAM SIBBREL, 1621 
NORTH INDIANA STREET, LOS 
ANGELES 63, CALIF. 


STORE IMPROVEMENT KIT... 
for those who are ‘planning to change 
their layout, expand, modernize, or to 
go into a new location. Kit contains 
a large graph sheet and scaled models, 
representing table and wall fixtures, 
along with many ideas and complete 
instructions. Our readers may pro- 
cure this valuable kit for one dollar. 
Send order or check today. HARD- 
WARE WORLD SERVICE BUREAU, 
1355 Market Street, San Francisco 3. 


USE THE INQUIRY CARDS . 
Get information from manufacturers 
promptly at no cost to you. 











I’m going to illustrate what a beating 
our tools can take. 





Additional Listings For Western 
Wholesalers Directory 


WASHINGTON 








YAKIMA 





GENERAL HARDWARE CoO. 

111 West D St. 

PRES: G. M. Spencer. 

SALES MGR: G. M. Spencer. 
TERRITORY: Central Washington, 
S.E. Washington & N.E. Oregon. 
DEPARTMENTS: Electrical Supplies, 
Builders Hardware, Farm & Garden 
Supplies, Tools & General Hardware. 
SPECIAL SERVICES: Catalog service, 
advertising brochures and ad mat ser- 
vice. 





DELETE—In San Francisco, the 
M. Seller Co.; In Helena, Montana, 
A. M. Holter Co. 


CHANGE—In Portland, Marshall- 
Wells Company to Coast-To-Coast 
Hardware. 





M & M Osrow Reps 


Osrow Products Co., Inc., Glen Cove, 
N. Y., have appointed the Miller 
brothers, Sam and Joe of M & M 
Sales as representatives. They will 
travel Colorado, New Mexico, Utah, 
El Paso, Texas, and Wyoming for the 
company. 





o 
Where's The Number? 
Due to mechanical limitations the IN- 
QUIRY NUMBER is sometimes omitted at 
the bottom of an ad. To find the inquiry 
number check the INDEX TO ADVER- 
TISERS on Page 64 of this issue. 


CIRCLE THE NUMBER—WE DO THE REST 














Furniture Rest — Pintle Type 





Adjustable Rubber 


ushion Glide Bakelite Furniture Rest 





ae 








Bakelite Caster Cup 


RUBBER CUSHION 





ALL Tce 


GLIDES 

Wonderful for all wood 
and metal furniture. 
Glide softly, silently, 
smoothly. Set of 4 on 
a 3-color card. 6 Sizes, 


5Q”, 3%”, 17, 11/16", 1%", IY”. 


PROMPT SHIPMENT 2 
Ask your jobber, if he is not supplied, write 
ROBERT E. MILLER & CO., INC., 
35 Pearl S#+.. New York 4. N. Y 


Set of 4ina 
fi 3-color Box, 


y Rubber 4 
‘1 12 Boxes in Tubular Glide 


Upholstery Nail 

















Rubber Adjustable Tubular 
Crutch Tip Spring Type 
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Your experienced customers always 





reach for Rod Devil, 


GLASS CUTTERS and GLAZIERS’ TOOLS 


Red Devil is the world’s fastest selling line of 
glass tools. * Because Red Devil makes more glass 
cutters and glaziers’ tools than anybody else. 
¢ Because the Red Devil name goes back genera- 
tions in the glass field. © And, because every Red 
Devil tool means dependable quality and top 
value — whether it’s a box of points, a pair of 


pliers, or a full-size automatic glass cutting board. 
Cash in on this big, healthy demand! It’s your best 
bet for snappy turnover—year in, year out. The 
packaging is colorful and compact. The prices are 
right. And, you get real “profit insurance” with 
Red Devil’s 40% discount. 

Don't miss a sale. Check your jobber, todayj 


Red Dewil Tools. union, new sersey, us.a. 


World’s Largest Manufacturer of Painters’ and Glaziers’ Tools—Since 1872 
For Details Circle 45 on INQUIRY CARD 





True Temper’s all-new Rotary Edger sells this easy: Simply 
spin the cross-ribbed rubber wheels both ways to demonstrate 
its amazingly easy shearing action. Show your customers how 
the cutter bar automatically shifts for true shearing action in 
either direction. Tell them there’s less friction between parts, 
better traction. They can shear grass edges quick and clean, and 
easy as running a vacuum cleaner. Sixty seconds makes the sale! 

No edger works more efficiently or has the built-in sales 
appeal of this new ’59 model. Call your True Temper whole- 
saler today. True Temper, 1623 Euclid Ave., Cleveland 15, O. 





No. RE2 
2-wheel edger 


$E50 


suggested retail 


No. RE1 
1-wheel edger 
$550 


suggested retail 





New ’59 edger automatically shifts itself for true shear- 
ing action in either direction. Cutter bar is always set 
for shearing the toughest grass quickly and cleanly. 


RUE EMPER. Your basic line... Your money line 


For Details Circle 46 on INQUIRY CARD 





